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Windows 


Floor Coverings Laminates ~7 


pa REMODELED 


KITCHENS... 


Your Biggest 
Profit Package 


Here are |! of the products 
that go into a typical kitchen job. oo | 
This feature gives you valuable i a3 
sales tips on how to sell more re- ~~ & 


modeled kitchens. .. . 52 


Built-in Units 
Light Fixtures 


Range Hoods 


Ceiling Treatments 






























Newest DEXTER sash lock 
and matching sash lift 


Handsome new sash lock design presents an 
extremely low silhouette — only %” high. Made 
of solid brass or steel, in standard finishes. 
Companion sash lift is modern, good looking. 
Installation template furnished with each 


Dexter Sash Lock. 


Dexter Sash Lock Cat..No. 1250 (brass), No. 1255 >tsteel) 


IT DOES 


Sash Lock has positive, powerful cam- 
ming action to pull upper and lower sash 
tightly together, sealing out drafts and dirt, 
stopping rattles. 

Lift is wide — 4-5/16”, shaped with an 


2 overhang to give easy-to-raise purchase 
Showin Overhane ° ° 
, ' power. Made of solid brass or steel, in stand- 
» , 


ard finishes. 


Dealers are featuring this attrac- 





tive operating display . . . with 


Dexter Sash Lift Cat. No. 2132 [hreass), No. 2133 (steel) mounted samples of Dexter Sash S&S 4 


Lock and Sash Lift in Solid brass. 


~ DEXTER 


DEXTER LOCK COMPANW Grand Rapids, Michigan 
A subsidiary of National Brass Company 
In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $A. de C.V., Monterrey, Nevvo Leon 











Americac Favorite Window in 54 
NOW IMPROVED FOR 'SS 





Sash Lifts Free— 
Balance Locks Automatically 


Another first has now been added to the long list of 
R:O-W window exclusives. With the new LIF-T-LOX 
balance, finger pressure raises and lowers weather-snug 
R:O-W windows. The balance is entirely self-contained 
—does not attach to the sash. There are no tapes to 
unhook—nothing to adjust. Just replace the sash 
and LIF-T-LOX is ready for action. 


WINDOW BALANCE 





R.O.W. SALES CO., 1357 ACADAMY AVENUE + FERNDALE 20, MICHIGAN 


R-O-W te the regietered trade mart of the 8.0.W. Sales Co 
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Qaim SELF-CONTAINED SAW HORSE BRACKET CLAMPS 
7 


features 


Easy to assemble and 
disassemble by hand — 
no tools required 

Fast acting — time saver 
Rigid — strong 

No wobble 

Portable — space saver 
Firm assembly units 

12 permanent grippers 
Locks — all wood recur 
in ol 

No pins, bolts, nails or 
screws — complete clamp 
in itself 

Fits close — out of way 
of saw 








chesney, inc., manufacturers of tools and dies - metal products 
720 TOWNE AVENUE, LOS ANGELES 21, CALIFORNIA + TRinity 7061 


Call your Hardware 
or Building Supply 
Jobber now. Jobber 
and Wholesaler in- 


X FRAMES quiries invited. 
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Pickup with V-8 GO. Ford F-100, 6 -ft. Pickup has big Power King V-8 (or Short Stroke 118-h.p. Cost Clipper 
45-cu. ft. capacity, low body height for easy loading, Six.) Built to last longer. Smartest, too. New tubeless 
unlimited visibility, gas-saving Short Stroke 132-h.p. tires standard. Fordomatic Drive, low extra cost. 





Something NEW is happening to truck engine design... 


THE BIG NEWS in truck engines today is 


pere2e2e2re2e24 


This 








modern short-stroke design. Piston rings last up ‘ins . : much 
to 53% longer. You save up to | gallon of gasin 7. _ piston : ae 
And only Ford gives you Short Stroke design in "svels OLD . J saved... 
every engine—V-8 or Six—in every truck. LONG-STROKE when the 
— oP al ENGINE NEW a 
Differences between outdated long-stroke ["t SHORT-STROKE —- 
engines and Ford’s modern Short Stroke design _ engine far—as in 
seem small, but they’re not. ENGINE —. 
In one case, for instance, Ford’s stroke is J Stroke 
shorter by 1%4 inches. A small matter? It adds engne 


up to 2,090 miles less piston travel per year 
per piston-—for an average year’s driving of 
approximately 11,000 miles. 


All this means less friction . . . less wear. 
The result: lower upkeep costs, longer engine 
life, greater gas savings, more usable power. 


Be sure that your next truck has a modern 
short-stroke engine. You will be sure if it’s a ae 
Ford Truck! Because Ford and Ford alone Diagram shows difference in piston travel between 


a Bigece typical long-stroke engine and modern Ford Short Stroke 
gives you a Short Stroke engine in every model! design. Ford pioneered in Short Stroke design. And only 


Ford gives you a Short Stroke engine in every truck. 
That’ hy Ford first in sales gains i 
FORD TRIPLE ECONOMY TRUCKS f2i"srewum acces 


THE MONEY MAKERS FOR '55 
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LATE AND IMPORTANT Developments of the Industry 


| Here's what you should know about prevailing wage bills: 


{ Retail exemption under the wage-hour law of 1938 may be repealed outright. 
Unless retailers in this industry join with other retailers in opposing this 
move we can expect compulsory coverage rather than voluntary compliance. 

Increased cost of doing business is sure to result if the exemption is elim- 
inated for retailing. Besides the expense of more record keeping, bringing retail- 
ing under the wage hour law will set higher minimum wages. Pro-labor bills call 


oa a $1.25 an hour basic wage and the administration sponsored bill asks for 
} Cc. 


Home builders also have plenty to worry about after viewing prevailing wage 
| bills. Home building would be subject to control by the Labor Department. 
Wages would be regulated and as the builders say “we would be in for unbelievable 
red tape." Labor support for the bills is strong and the builders feel wey have 
a stiff fight on their hands, 





Outlook for business for the second six months of '55 is brightening: 


Steel mills report sizable bookings into the third quarter. Construction 
contracts hit a record~busting $5.2 billion total in the first quarter, accord- 
ing to F. W. Dodge Corp. That suggests brisk building for months to come. Mo- 
tor makers have bulging backlogs of orders. Chrysler, for example, has on hand 


a mountain of 260,000 unfilled orders--equal to eight weeks' current booming pro- 
duction. 


Lumber prices are pushed up by a one-two punch. Quickening spring building 
| plus a tight log supply in the Pacific northwest. Mills now sell good grade fir 
' 2x4's at $74 to $75 per M, up $3 in the past two weeks, $6 above a month ago and 
! almost $15 over a year ago. Rains and late snows have kept loggers out of the 
woods. "The log market has darn near dried up," complains one mill president. 
Idle workers drawing unemployment compensation fell for the 10th straight 


week. The decrease was to 1,518,000 in the week ended April 2, off 458,000 from 
the late January level. The total a year ago was 2,147,000. 








Quick facts for critics of present home financing practices: 


Only 4% of all houses have a mortgage debt of 80% or more. The median 
| debt on mortgaged houses is about 45% of total value. 
At the end of 1954, overall mortgagedebt was only 37% of national income, a 

lower proportion than in either 1940 or 1930. Today, some 22 million or 56% 

of all non-farm homes are owner-occupied compared with only 41.2% in 1940. 
| FHA pays its way and for more than 10 years has been entirely self-support- 
| ing and a wholly private institution. Its income from fees and insurance pre- 
1 miums pays all operating expenses, current losses and has accumulated a steadily 
mounting reserve fund close to $400 million. All money originally advensed by 
the Treasury, totaling $65 million, has been repaid by FHA. 


—-~ 


Air conditioning boom encouraging trend back to frame construction: 


Reduced overall construction cost and lower operating cost are turning 
| builders back to frame construction in ome of our western states. Complete de- 
| tails will be in an early issue. You will read how dealers working together sold 


} contractors on insulated, wood frame construction and proved it was cheaper in 
| the long run. 


(continued on next page) 
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Announce Dealer Clinics for NRLDA 
Exposition at Cleveland in October 


Six lively dealer clinics cover- 
ing subjects selected by retailers 
themselves are being developed 
for the second annual Building 
Products Exposition at Cleveland, 
Ohio, October 11-15. 

According to preliminary plans, 
the clinies will be conducted on 
each of four days, October 11-14, 
and will be repeated as often as is 
necessary to accommodate the 
thousands of dealers who are plan- 
ning to attend the exposition from 
all parts of the country. 

herever feasible, the case 
study method of presenting the 
practical experience of leading 
dealers will be used, together with 
actual demonstrations. 

All clinies are to be held in 
Cleveland's public auditorium in 
which the product exhibits will be 
located, The auditorium is near 
the lake front within easy walking 
distance of all of Cleveland’s lead- 
ing downtown hotels. 


Dealers with long and success- 
ful experience have been chosen as 
chairmen of the committees which 
already are now at work develop- 
ing the programs for the clinics. 


These include: 


Materials Handling, chairman— 
John Moeling, Chicago, Ill. 


Store Lay-Out and Display, 
chairman — Russell Nowels, Roch- 
ester, Mich. 


Reactivating the Farm Market, 
chairman — W. B. Kennedy, Jr., 
Oklahoma City, Okla. 


How to Sell and Assemble Home 
Building Parts, chairman to be ap- 
pointed. 


Correlating Advertising to Sales, 


chairman — Warren Carter, Ak- 
ron, Ohio. 


Mortgage Money and Consumer 
Credit, chairman, Elias Nuttle, 
Denton, Md. 


Congress Gets Ike’s Housing Proposal 


The Administration has for- 
mally handed Congress its pro- 
posed housing legislation for the 
year. It asked for: 

Another year to use up the 35,- 
000 public housing units author- 
ized for this fiscal year, ending 
June 30, 

Authorization to start 70,000 
more public housing units to be 
spread out over the next three 
years. 

Relaxation of the tie-up between 
public housing and slum clear- 
ance -urban renewal that has caus- 
ed the program to bog down in red 
tape. 

An additional $3.4 billion of 
mortgage insurance authority for 
the Federal Housing Administra- 
tion, bringing its total authority 
to $24.4 billion. 


Another $500 million for the Ad- 
ministration’s urban renewal pro- 
gram, doubling the present author- 
ization. 

A five-year extension of the 
FHA’s Title I home repair and im- 
provement loan program, slated to 
expire this June 30. No extensions 
were asked for the FHA’s Title 
VIII (Wherry Act) military hous- 
ing and Title IX defense housing. 

An extension of this year’s dead- 
line for public housing would give 
fiscal 1955’s program renewed life. 
After a 10-month lag, Charles E. 
Slusser, Public Housing Ad- 
minstrator, announced Somerville, 
Mass., and Clarksville, Tenn., 
would be the first two commit- 
ments to sign final public housing 
contracts with Uncle Sam under 
this year’s program. 


VA Soon to Tighten Home Loan Credit 


The Veterans Administration 
has told Congress that it will very 
soon stop guaranteeing veterans 
housing loans where the loan—a 
so-called “no-down payment loan 
or a no no-down payment loan” — 
covers closing costs as well as the 
entire price of the house. 

But in tightening up on “no no- 
down payments,” VA officials in- 
sisted the action was not a har- 
binger of further moves in this di- 
rection. 

Thomas J. Sweeney, in charge of 
the VA’s loan guarantee division, 
told the House Veterans Affairs 





Committee new regulations to stop 
guaranteeing “no no-down pay- 
ment” loans would probably be- 
come effective on a nationwide 
basis early in May. 

et to the “no no-down 
payment” loan, a VA spokesman 
said “we don’t think it’s a good 
thing” and the agency would like 
* keep the practice from spread- 
ng. 

Mr. Sweeney told the House com- 
mittee “no no-down payment” 
loans last year penta for less 
than 2% of all VA home loan guar- 
antee. However, he added, the VA 


fears this type of “100% plus” loan 
may become more popular as mort- 
gage money becomes scarcer. Since 
these loans sell at sharp discounts, 
he continued, the VA feels they 
might have an unsettling effect on 
the mortgage money market and 
therefore has decided to stop un- 
derwriting them. 


FHA Demands More Cash 
Following VA Action 


The Federal Housing Adminis- 
tration followed the Veterans Ad- 
ministration’s lead in tightening 
up a bit on home loan credit. 

Commissioner Norman Mason 
announced all closing charges 
must be paid in cash on homes 
purchased with FHA - insured 
mortgages. 

Closing costs include such items 
as title expenses, appraisal fees, 
surveys and lenders’ financing 
charges. These costs vary widely, 
by area and by individual proper- 
ties within an area, ranging from 
about $100 up to $500 or more. 

Commissioner Mason said the 
new cash requirement was merely 
turning a normal practice into an 
FHA requirement. Noting the VA 
action, an FHA spokesman said 
the move was to “standardize” 
FHA-VA operations. 


National Homes Sales 
Jump 65°% This Spring 


Production and sales of Nation- 
al Homes Corp. set new records in 
the three months ended March 31, 
James R. Price, president, told 
stockholders at the annual meet- 
ing. 

Sales were up 65% over the first 
quarter last year, and production 
was ahead an equal amount, he 
reported. 

During the first quarter, the 
company produced 4,365 homes, 
compared with 2,650 units in the 
first three months a year ago, Mr. 
Price told the meeting. The build- 
ing industry as a whole showed an 
increase in housing starts of 25%, 
he added. 


say Sales Rise 
For Maple Flooring 


First quarter sales of northern 
hardwood flooring (maple, beech, 
birch) amounted to 15,000,000 feet 
this year, according to the Maple 
Flooring Manufacturers Associa- 
tion. The total represented a 21% 
increase compared with the same 
period 1954 and a 26% incredse 
compared with the fourth quarter 
of 1954. 

Sales in March, this year, total- 
ing 4,800,000 feet, were the largest 
in single month bookings since 
January, 1951. 
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Senate Likely to Vote 
$1 Minimum Hourly Pay 


Informal checks of key senators 
in Washington indicate that the 
senate is likely to go beyond Pres- 
ident Eisenhower’s present pro- 
posal to raise the present 75¢ min- 
imum wage to 90¢ an hour. 

Majority opinion appeared to 
support a boost to $1 

Because there’s a possible 
chance that present legislation in 
the hopper may bring retail estab- 
lishments under the wage and hour 
laws, the higher minimums are be- 
ing carefully studied by all retail- 
ers. More than two million retail 
and wholesale workers are now 
exempt. 

Complicating the whole issue is 
the possibility that farm state sen- 
ators may seek to tie on to the min- 
imum wage bill an amendment to 
change the farm parity formula so 
that it would fully reflect the cost 
of farm labor. 

Secretary of Labor Mitchell said 
raising the Federal minimum wage 
above 90¢ would cause “consider- 
able dislocation” to the country’s 
economy. 

In setting too high a nationwide 
minimum there is a danger of forc- 
ing businesses to close and creat- 
ing joblessness in particular areas, 
he said. 

The President’s proposal to 
boost the nationwide wage floor to 
90¢ has found only one sponsor in 
the senate. Sen. H. Alexander 
Smith (N.J.). 

Some senators, including Ives 
(N. Y.) and a few Democrats, have 
formally proposed boosting the 
minimum wage to $1.25. That’s the 
present goal of all major labor 
unions. 


Urban Renewal Underway 
In the Nation's Capital 


Those beaten-up old houses 
around the nation’s Capitol are 
staging a comeback, reports the 
National Lumber Manufacturers’ 
Association. 

Time was when the Capitol Hill 
area served as a classic example 
of neighborhood deterioration and 
poor housing. Political notables 
posed for photographers in front 
of crumbled dwellings, with the 
Capitol in the background, and 
made speeches deploring such con- 
ditions “within the shadow of the 
Capitol dome.” 

Today, the area is becoming a 
good example of neighborhood re- 
habilitation. The main push is be- 
ing given by private property own- 
ers. Some of the best addresses in 
the city are now in the Capitol 
area. For the most part, owners 
have sought to maintain the orig- 
inal architecture and historic char- 


acter of the neighborhood. 


(continued on page 12) 
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ALD Glide 


removable horizontal 


sliding windows 


Patent Applied 


* Sash glide easily on round-top tracks 


® Flexible bronze pressure strip at head has two fold purpose 
1. It is good weatherstrip 2. It permits easy sash removal 


® Extruded sill with adequate weep holes and drip pan, pro- 
vides quick drainage with no danger of sill rot 


© This equipment permits the use of stock windows which 
eliminates the necessity of having special mill work 


Ideal for shoulder high windows . in bathrooms, kitchens, bedrooms. 
Horizontal sliding windows equipped with No. 890 ALL-Glide are 
E-X-P-A-N-S-I-B-L-E. Use them singly or in multiples. 


ALLWEATHER Balance Strip 
with FLOCKED COIL SPRINGS 


ALLWEATHER Balance Strips No. 490, 90, 810Z, 812Z and 814Z are furnished 
with FLOCKED COIL SPRINGS. 

gay tft oa is built in No. 490 and 90. Balance tube with semi-cantilever 
action insures weatherstrip contact in all kinds of weather. The base section is 
a in close contact with jamb insuring stability, FLOCKED COIL SPRINGS 

are concealed by a functional part of the strip itself. 

® 810Z, 812Z and 814Z are a combination of weatherstrip, 
flocked springs and spring covers making effective, economical 
sash balance and weatherstrip combinations, 

Laboratory tests show that ALLWEATHER Balance Strip 
Midenay in vebesing sy etinetne 8 Ot © aes ee 
Wood Institute Specification Standards. A 

Tests made by the University of Minnesota ‘ 
Institute of Technology Testing laboratory in 
cooperation with Weatherstrip Research Insti- 
tute, show that double-hung wood windows, * saps 
when metal weatherstripped show an infiltra- pov ovaet ’ 
tion ratio 6 TIMES LESS than non-weather- 
stripped windows. 


ALLMETAL Weatherstrip Company 


Nome “ALLMETAL” Reg. U. S. Patent Office SINCE 1915 
2243 North Knox Avenue Chicago 39, illinois 
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642,934 slams prove the profit case 
for Curtis New Londoner Doors 


After slamming a Curtis New Londoner hollow-core 
flush door 642,934 times with their special slamming 
machine, the ‘‘torturers’’ got tired —but the door didn’t! 
Banged 72 times per minute with a force of 192 foot- 
pounds per second — the equivalent of a lifetime of slam- 
ming—the door failed to show the slightest injury. 
What does this amazing stamina mean to you? It 
means that Curtis New Londoner doors, with their 
patented locked-in all-wood core, are easier to sell. It 


CURTIS 


means that these quality doors, with their proved 
superiority, make a powerful appeal to quality-minded 
builders and home owners. 

Curtis dealers are stepping out ahead of competition 
—making more profits—with Curtis New Londoner 
doors—widely used in homes, schools, hospitals and 
public buildings today. Why not join them? Complete 
information about these and other superior Curtis 
Woodwork products is yours for the asking! 


COMPANIES SERVICE BUREAU 


Clinton, lowa 


A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. ¢ Chicago, Ill. ¢ Sioux City, lowa 
Lincoln, Nebr. ¢ Topeka, Kan. ¢ Minneapolis, Minn. « New London, Wis. 
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Talk about fast-moving farm products! 
There $ more AMERICAN FENCE 


‘ 
> 
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USS American “U” and 
Studded “T” Posts 


US 


wg of steady profit “AMERICAN” products? 
Here are some popular ‘‘fast-movers”: 


USS American Galvanized 
Wire USS American Tie Wire 
Automatic Balers 


Everyone is talking about fast-sellin 
American Fence. It’s known and d praised 
throughout the country. Farmers like its 
heavy galvanized coating, its hinge-joint 
construction, its extra-long staying 


Why not handle the whole line 


a 


for 


Poultry Netting 


eeeeeoeaooaoeeeeee2eee020200202080 


FENCE AND POSTS 


power in the field. They pass the st 
word on to their friends and neigh 


the demand for American Fence in- 
creases, and the cash registers of “Amer- 
can” dealers keep ringing up new sales. 

This friend-to-friend advertising is 
backed-up by consistent farmer testi- 
monial advertisements which appear in 
leading national and farm magazines. 
Radio and TV commercials, plus dealer 
hand-out literature and direct mail 
pieces, also help sell your prospective 
fence customers. 

The established name of American 
Fence and its reputation for economical, 
trouble-free service make it an outstand- 
ing business-booster for the dealer who 
handles it—the man who displays the 
“American” sign. Better put fast-moving 
American Fence to work for you! 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GEWEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SEE THE UNITED STATES STEEL HOUR. It's @ full- 
hour TV program presented every other week by 
United States Steel, Consult your local newspaper 


for time and station, 
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Industrial Building Pacing Housing 


Current high levels of construc- 
tion activity reflect an expansion 
of industrial and other nonresiden- 
tial building comparable in scale 
with the much more widely publi- 
cized increase in housing, an of- 
ficial of F. W. Dodge Corporation 
said recently. 

Addressing the annual Business 
Economists Conference of the Uni- 
versity of Chicago, George Cline 
Smith, economist for Dodge, said 
that in March, contract awards for 
industrial construction in the 37 
eastern states covered by their re- 
ports totalled $176 million, an in- 


crease of almost 120% over March 
of last year. 

“During the first quarter of this 
year,” Mr. Smith reported, “indus- 
trial contract awards ran nearly 
26% ahead of the same period of 
1954. This is the first substantial 
upturn in the industrial category 
since it dropped from a peak in 
1951. Industrial construction has 
for the past several years been 
the one major type which has 
failed to keep pace with the gen- 
eral expansion of construction. 

It had generally been predicted 
that it would come out of the 
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Te anyone who can read a 
blueprint, Calder’s exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That's because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight”’ action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


in addition... 
as APY 


wort 
eal 


...and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pe.; 
Chicago, Ill.; St. Paul, Minn, 
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Widely acclaimed as th 
easiest, fastest installing 
sectional door on. the 
market. Backed by exten 
sive national advertising 


in consumer sabeleieraial | 
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doldrums by 1956, in response to 
demand pressures for industrial 
products. Apparently the expect- 
ed upturn has been moved forward 
by the rapid improvement in busi- 
ness activity in the past few 
months. 


May Import —— 
Board to Ease Shortage 


The Journal of Commerce has 
reported that some builders along 
the eastern seaboard are in such 
desperate straits for gypsum wall- 
board that they have, reportedly, 
formed combines to bring the prod- 
uct from overseas. 

Canadian wallboard has been of- 
fered in and around the New York 
area for the past few months, gen- 
erally at a premium of about 20% 
over the domestic product. 

More recently, there have been 
reports that shipments of board 
and lath from Ireland have been 
finding their way to the Florida 
sea coast. One shipment of gyp- 
sum lath is said to have been of- 
fered at $45 per thousand square 
feet at dockside, compared to 
$34.69 quoted by a domestic pro- 
ducer for the rail-delivered pro- 
duct at the same period. 

The shortage results from heavy 
housing starts. According to Unit- 
ed States Gypsum Co., “in spite of 
continuous 24-hour-a-day opera- 
tions, with down time only for nec- 
essary maintenance,” the gypsum 
plants were unable to keep cur- 
rent with demand. 

In addition, National Gypsum 
Co. says the industry’s present 
oversold condition is due also to: 


1. An increase in the size of the 
average dwelling unit now being 
built. 


2. Increased demand for thicker 
materials. The thicker gypsum 
wallboards, such as 14-inch as op- 
posed to *%-inch, take longer to 
produce, and thus reduce the sur- 
face footage of each plant. 


Practically all the major firms 
in the industry have plans for ex- 
pansion either under way or in 
prospect for the near future. But 
the near future is not soon enough! 


Superior, Ideal Cement 
Drop Plans to Merge 


Abandonment of the proposed 
merger of Superior Portland Ce- 
ment, Inc., Seattle, into Ideal Ce- 
ment Co. was announced by Ches- 
ter Reitze, president of Superior. 

“Because of inability to obtain 
clearance from the antitrust divi- 
tion of the Department of Justice, 
the plan for a proposed merger 
with Ideal Cement Co. has been 
given up,” he said. 
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It’s easy to Cash in on 
Big New Profits with 
an Exciting, Sales-Inviting 


HOMECRAFTS 


oylon Foam 


RUBOEER CENTER 




























U. S. 





Here’s a wonderful way to cash 
in on a profitable line that gets 
bigger each year! YOU DO NO 
BUILDING—MAKE NO PREP. 
ARATIONS—all the selling units, 
all the promotion materials are 
ready and waiting. All you do is 
choose the set-up that will best 
fit your needs. 

We have a large selection of 
complete unit cabinets, self-help 
} islands and foam easels and racks 

available at low cost. Remember, 
your customers need no special 
tools to work with U. S. Koylon 
Foam Rubber—just hammer and 
scissors. Don’t delay—phone 
your “U.S.” Representative 
today, or write for full details. 











Custom-make your own Ask your “U.S.” 


Foam Rubber Promotion— Representative about 
° Smdsoond prope your choice of these 
ae low-cost complete cabinets 
or racks to fit your store. 

















UNITED STATES RUBBER COMPANY 
Rockefeller Center, New York 20, N. Y. 
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Sliding Door 


HARDWARE 


%& Extra-heavy extruded aluminum track 
% Heavy-gauge cadmium steel 
hangers with adjustable slot : 
% Noiseless, lifetime Nylon wheels 
% Silent, solid brass wheel bearings 
* Positive, no-jump track feature 
% Smoothest, quietest operating 











BUILT-IN PROTECTION 
AGAINST TRACK JUMPING 
At last—sliding door hardware with 
built-in, positive protection against track 
jumping! No extra work, nothing for you 
to do—because this exclusive M-D de- 
sign stops track jumping with o built-in 
bumper ridge that mokes it impossible 
for the wheel to lift out of the track 
once the door is in place over the floor 
guide. Simple, sure, foolproofi 


ATTENTION DEALERS 


STOCK-DISPLAY CASE AND 
ACTUAL WORKING MODEL 


FREE with-this assortment! 


TRACK 40 Boxes of 
10 PHECES-4’ EACH Somplete Hardware 
for 4,” Doors 
10 PHECES-5” EACH "44", Dee 
10 Boxes of 
Hardware 








Vazem MACKLANBURG-DUNCAN CO. 


| sbeoaumes | OKLAHOMA CITY, OKLAHOMA 
















MACKLANBURG-DUNCAN 





Quality Building Product! 




















' 
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2 MW ART ALUMINUM 


rat LEVEL 


Extruded Aluminum 














for Long, Rugged Wear! i 
Glossy Red Interior Look at these amazing prices! 
— SP innvnichlata tice $3.95 LIST 
DF” i ssiniwihadindbliiaonnass $4.25 LIST 
Tough, Non-Breakable ped stoteeeatenenteneanenenesees ep std 
ca Pyrex Vials—Repl BE TU senenenennccrcesennercosenes . 
iain laid pee aM rn Mets Bes $5.50 LIST 
Individually Packed BG” .....erercrorerecneeseereoes $7.75 LIST 
in Polyethylene Tubing a $14.50 LIST 
to Display Product, TE” .ncrrccecrsesessoncoseees $15.50 LIST 


Protect Finish! 






Long lengths for plumbing doors and windows — 
Shorter lengths for carpenters, masons, home-handymen! 


( (f Sold by Hardware, Lumber and Building Supply Dealers! 


4s) DEALERS ORDER TODAY! 
oon = Your Order will receive prompt shipment! 





Leaders in the Building Specialty Field for 35 Years 


oe MACKLANBURG-DUNCAN CO. 


BOX 1197 OKLAHOMA CITY 1, OKLAHOMA 


a 


Recommend Marlite 





...for do-it-yourself customers! 


Make the most of 
Marlite — the 
profitable paneling 
for every interior 








You make more profit because ‘Marlite Plank and Block require 
less handling and selling time. This plastic-finished paneling 

is pre-packaged in handy “carry-out” cartons . . . pre-sold through 
extensive national advertising. Marlite Plank and Block reduce 
delivery costs—increase profitable across-the-counter’ sales. 

Your customers benefit from Marlite Plank and Block, too. 

The exclusive tongue and groove joint makes installation easy. 
Soilproof baked finish resists smudges and stains; wipes clean with 
a damp cloth. And Marlite’s “Companion Colors” styled by 
Raymond Loewy Associates, plus exciting wood and marble 
patterns, make it suitable for any room in the home. 


Marsh Wall Products, Inc., Dept. 541, Dover, Ohio Ge 


7 ® 
Ma rl ste plastic-finished wall and ceiling paneling 
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Marita Plant and Blect Patent Applied for 
Made With Genuine Mason ie Tempered Dvelur® 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


- Edward Hines Lumber Co. . . . . » « » Chicago, I, “Goodman Lumber Company . . . . .« Goodman, Wis, 


Mill at Bergland, Michigan Northern Hardwoods. Hemlock, White Pine, Basswood, Hardwood 
Sales Office—77 W. Washington St.—Chicago 2 Dimension. Planing Mill, Dry Kilns. Rotary Cut Veneers. 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


*Michigan Pole & Tie Go. . . Newberry, Mich. 


* Northe Serdwood Lauber, Old, Felihiel, Noutochs NORTHERN 
Cadillac-Soo Lumber Co. . . . . Sault Ste, Marie, Mich, Morthem, Hardwood Lumber Old Faithiul Hemloce: RIL 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. working Facilities. 
Modern Dry Kilns. Facili for Surfa . Resawing, etc. 


4, . Marsh Wis, 
‘eeeiiniets «0s... te oe a. eee 


Mills — Marquette and Cusino, Michigan Marie Satarte, Can. 


i Ste. , 
Sales Otfice — CHICAGO — 135 S. La Salle St. Complete stock N. Hdwds., Cedar ' 
Hard is. White Pine and Hemlock. Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facili euititles, 


*+Holt Hardwood Go. . . . Oconto, Wis *tAhonen Lumber Go. . . « « » » « (ronwood, Mich, 


Northern Hardwoods, Romie. White Sgr ee 
Maple, Birch, Beech, Oak Flooring. Orta, Rancesbted Metin: Hentan —Modern Kilns. brand MPM fi 
bone, Parquetry types: all types Heavy Duty Plooring. ~~ Ro sweed end etweed Pebeae 


*1),W. Wells Lumber Co, . . . . . Menominee, Mich,  *Kimberly-Clark of Michigan, Inc, . . Sites Neonah, Wis, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Mills at Marenisco, Mich. 
Cc kiln . U Hard . Northern Hardwoods, White Pine. 
ustom drying tiles ~~ Maple and Birch lumber Dry 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Here they are! Presdwood Panels 2" or %” Thick! 


MASONITE PANELPLY 


@ For cabinetwork—table tops ¢ For hinged or sliding doors ¢ For rigid partitions © As base for plastic laminates 


Just what your customers have been looking for! New This new panel product of the Masonite Develop- 
extra-thick panels that include all the advantages of ment Laboratory shows once more how Masonite 
famous Masonite Presdwood ®. Corporation is geared to producing the hardboard 

Now you can offer Masonite Panelply —the versatile products your customers want...at volume- 
hardboard ideal for cabinet and closet doors, table tops... building, profit-producing prices. Your Masonite 
firm, sturdy partitions...smooth, rigid base for plastic representative has the details. Or write Masonite 
laminates. Panels are 4’x 8’in both 14" and %" thicknesses. Corporation, Dept. AL-516, Box 777, Chicago 90, Illinois. 


Sell this Man —He Makes the Difference 


MASONITE PANELPLY 


INEW PANEL PRODUCT OF MASONITE® CORPORATION 


Smooth, even surface Cuts clean with regular woodworking tools Takes beautiful, durable finishes of all types 
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Make No. Mistake... 
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Certify DRY Lumber \ p> 


. ++ lumber dried in autom{tically con- 
trolled cross circulation dry kilns of the 
most advanced type; dried to the correct 
moisture content required by SPIB Grading 
Rules and certified by Grade-Mark; 


..- lumber manufactured on modern big- 
mill equipment to the high standards certi- 
fied by the Arkansas Soft Pine Trade-Mark. 


Double end-trimmed, branded as above 
on opposite ends and paraffined, these 
symbols comprise our twin endorsement 
on all Fordyce pine products—double 
assurance to you of dried right, uniform, 
premium quality. 


Play Safe... Buy Brands You Know 


LUMBER 
COMPANY L989 
P 


OO Reve ey i ARKANSAS 





MANUFACTURERS OF Arkansas Soft Pine, Royal Oak Flooring, Hardwoods of Quality, 
*Reg. U. S. Pat. Off. Wolmanized* Treated Lumber and Timbers. 
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...and the 


right man 


%* Take a bow, Mr. Lumber Dealer! More 
than eleven million home-minded people are 
making your acquaintance through adver- 
tisements like this—appearing in such big 
national magazines as Better Homes & 
Gardens—The Saturday Evening Post — 
American Home—Living— House Beautiful 
House & Garden. 


These folks are learning why you are the 
best source for quality building materials. 
They are learning why you—and you alone 

can give them more house for their money. 


Balanced Insulation: your profit builder. 
You're in the picture, too, when it comes to 
balanced insulation—the right combination 
of Balsam-Wool® and Nu-Wood® Insulating 
Sheathing to assure home owners maximum 
comfort and fuel savings, plus greater sum- 
mer comfort. From coast to coast balanced 
insulation is being advertised to home own- 
ers, architects, builders. It’s a sure-fire profit 
builder for dealers who tie in. 


Your Wood Conversion representative 
stands ready to help you capitalize on this 
tremendous nationwide promotion. See him 
now for displays, literature, free ad mats! 
Wood Conversion Company, 120-55, First 
National Bank Bidg., St. Paul 1, Minnesota. 





& 





“Thank goodness, we found 
the right man, Sonny!” 





“See that guarantee, Sonny? It means this house has 
balanced insulation—the kind that keeps us comfortable all 
year around and saves your dad plenty of money on fuel 
bills. But we'd never have a guarantee like that if we hadn't 
found the only man who could offer it.’’ 


Who is the man that can offer YOU such lasting assur- 
ance of home comfort and fuel savings? He lives right in 
your community: your lumber dealer. He alone gives you 
a money-back guarantee of satisfaction when you insulate 
your attic with Balsam-Wool* Sealed Insulation. He alone, 
working with your builder, can provide the right combina- 
tion of Balsam-Wool Insulation and Nu-Wood"* Insulating 
Sheathing for balanced insulation benefits —for these prod- 
ucts are sold by lumber dealers only. 


Whether you build or remodel, remember, your lumber 
dealer knows and sells quality building materials. He knows 
quality builders, too—and can help you select the right one 
for your job. Wood Conversion Company, Dept. 120-55, 
First National Bank Building, St. Paul 1, Minnesota. 


Send for Copy, “‘Facts About Insulation For Your Home” 





BALSAM-WOOL 


Sealed Blanket 


INSULATION 
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Growing repeat sales make L-O-F Super-Fine 
a solid profit-earner 


Nation-wide dealer reports are typified by 
Hilliard & Reiser’s experience with 
‘the product of 1001 uses”’ 


Dealers in all parts of the country are voicing 
much the same enthusiasm for L-O-F Super-Fine 
as R. W. Reiser reveals when he writes: 


“At the Hilliard & Reiser Lumber Corporation, in 
Wayne, Michigan, we have sold 25 rolls over a six- 
month period, for a wide variety of uses. Our cus- 
tomers have used it for pipe wrapping, lining radio 


This handy Dispenser Selling Rack 
holds a roll of Super: Fine 24 inches 
wide, 100 feet long, and 1 inch 
thick — a 200 square foot total! 
Takes only 27” x 27” floor space. 
Free folders showing many Do-It- 
Yourself uses are available for dis- 
tribution by dealers. 





Now! A screening material 
that stays like-new for years. 
Your customers will want 
this new Glass Fiber* screen- 
ing. Lighter and tougher 
than metal or plastic, it 
never needs repainting, will 
not rust or corrode, and will 
not shrink or stretch. Write 
for more detailed informa- 
tion. , 
*The LO’ F Glass Fibers Compan 
does not manufacture screening. It 
supplies the yarn, only. 
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F Glass pan 
. 58-65, 1810 Madison ive. 
Tolaie 1, Obio. 
Please details on your L’O'F Super Fine Dispenser Rack 
Ree Tt Be tbo tea bens Do-It-Yeesedll mares tor taper ties. 
and the name of the distributor nearest to me. 
Name Pik: Sa te LS 
Store Name_ pss} SSS See inaighameningy sdllecltidiacaieatiag 
Addres__ Si aaiiaiaill 


and TV speaker cabinets, furnace duct wrapping, 
under car hoods, and for many other purposes.” 


Dealers are racking up big sales profits as they un- 
roll Super’Fine from the Dispenser Selling Rack. 
Many buyers want the entire roll—and more! 
Others buy Super’Fine by the foot, as they need it 
to apply to the ‘1001 uses’’ around the home. 


Get the details on this fast-selling, big-profit insu- 
lation product. Send the coupon, below, for more 
information on the Dispenser Selling Rack program. 


GLASS FIBERS 


: cr { L-O-F 
UOF COMPANY 


GLASS) FIBERS 


TOLEDO 1, OHIO 


SEND COUPON TODAY 
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Check and Double Check — Packy’s NEW 


Service for Buyers of “Qualitized’ Lumber 


Packy's Reinspection iss 
of your satisfaction 


“Qualitized’” Western Kiln-Dried Woods 


Every carload of lumber shipped from 
Northwest Timber Co., Pack River Lum- 
ber Co., and Thompson Falls Lumber Co. 
plants is reinspected by a Western Pine 
Association certified grader. And this 
double check follows constant manufac- 
turing inspections before the car is loaded. 


Insist on Packy ‘Qualitized” 
Western Kiln-Dried Woods 


@ IDAHO WHITE PINE 
@ PONDEROSA PINE 
@ INLAND CEDAR 

@ FIR and LARCH 

@ WHITE FiR 

@ ENGELMANN SPRUCE 


Sendpon 
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PACK ®iveé® LUMBER CO 









load of lumber going into the car, and 
supervises its careful loading. He makes 
a written report on each carload. 


Prior to final reinspection Packy’s “Qualitized” 
Woods get these grading checks: 


1—Log graded at sawmill 

2—Edgerman makes rough grade 

3—Graded for heart and sap on rough green chain 

4—Board graded after kiln-drying 

5—In planing mill, graded for finished product 

6—Spot checks made by certified graders to maintain high 
quality grading 

7—If re-manufactured, graded again 

8—If re-run to pattern, graded again 

9—Final re-inspection at loading 


ACK RIVER SALES CO. 


SPOKANE, WASH 


P.O. BOX 64 . TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 
NORTHWEST TIMBER CO 
Idoho Gibbs. Idoho 

CRESTON SAWMILLS, LTO. Creston, 8. C * 


THOMPSON FALLS LUMBER CO. 
Thompson Falls, Mont. 
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completely counterbalanced 
and weatherstripped 
easiest to remove and replace 






Available in Most 
Popular Sizes and Styles 
To Fit any Type Wall 





NEW ALUMAFLEX WEATHERSTRIP 


Flexible aluminum alloy “‘wi 

pow pen window snug, shut out aot 
permit instant re- 

moval 6 of sash with a light touch. 

Never needs adjusting regardless 

of climate’s effect on wood. 


To remove, release the balance, squeeze sash gently to left and roll ovt . 


Show these fine quality removable window units to builders 
and you’ve made a sale! Here’s an all-wall unit that’s 
perfectly counterbalanced in any position, completely 
weatherstripped, climate compensated, and easiest of all 
to remove and replace! It’s a natural seller, backed by the 


SASH ENGAGER CLIPS 
New ingenious cli sae and 





: ; A 7 . disengage the sash for easy re- 
outstanding name in woodwork craftsmanship, Crestline - moved ant replacement. ‘New flat 
—the complete line of quality millwork! : ee oe ‘one oe 

(more details in BSN Dealer Directo 110-114 . are same type used in aircraft 

‘an. in y pone tt Lambermin 's Dea nr Products File ? 2 controls. 





SOME OTHER 
QUALITY 








CRESTLINE 
PRODUCTS 


[ne 
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none better to build with or to sell 
lsorh, 


See your distributor, or write THE SILCREST COMPANY, Wausau, Wisconsin 














Saves up to 50% hand motion 
—and effort! 


Never before have so many time-and- 
effort saving features been placed on an 
adding machine. 


Every key operates the motor — so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


And keys are instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 


THE NATIONAL CASH REGISTER COMPANY, varron 9, onto 


Nationals “De Luxe” 
Series of ADDING MACHINES! 


do their work faster —and with up to 
50% less effort. New operating advan- 
tages! New quietness! New beauty! 


“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal .. . 
Subtractions in red .. . Automatic Credit 
Balance, in red . . . Automatic space-up 
of tape when total prints . . . Large An- 
swer Dials .. . Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


949 OFFICES IN 94 COUNTRIES 


24 (For more data on advertised products fill in coupon on page 118) 


Vay 16, 1955, 


A National “De Luxe” Adding Machine 
is an investment that quickly pays 
for itself with the time-and-effort it 
saves, and then continues savings 
as added yearly profit. 

One hour a day saved with this 
remarkable new National will, in 
the average office, repay 100% a 
year on the investment. See a dem- 
onstration, today, on your own work. 
Call the nearest National branch 
office or National dealer. 
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Reach NEW profit — NEW 


CURVATOP 


Preformed plastic surfacing - one-piece counter top and 
backsplash — ready to Lingtel in kitchens and bathrooms 





| 
| 
——— 


1 
f — 
ee ar ORE 














+ le Be | 
4 Curvatop is a one-piece preformed Consoweld unit, 
ae <= 8 feet long and 25% inches wide for standard 
_/~ counter widths, Easily cut to shorter lengths or 
ee widths. Your selling “package” includes Curvatop, 
in choice of 10 popular colors and patterns, and 
: Consoweld accessory items to produce a complete 
\} installation with that “custom-built” look. 


Your two big markets: home builders — 9 


o-t-omreenare | Co y Ss a? E * 


Formerly, a formed, one-piece counter and backsplash 








work surface has meant a custom-made top. Now, with the nation’s ee plastic surfacing 
new Curvatop, made of famous Consoweld Plastic Sur- re E 
facing, any builder or do-it-yourselfer can get the “‘custom- a es 


made”’ look—quickly, easily, at low cost! No special tools 
or forming equipment are required! To you—Curvatop 


means a new, profitable ‘“‘package’’ with instant sales | Mail coupon today 


appeal... a package with BIG profit opportunities. for complete information 
Ask for a demonstration on easy installation! Your Conso- Consoweld Corporation poli 
weld Distributor is now equipped with demonstration Wisconsin Rapids, Wisconsin 

kits that show you—step by step—how easy it is to in- | 


demonstration for us—so that we can judge for our- 


are finished off with beautiful Consoweld Twin-Trim @ are , 
selves if it offers a new source of high-profit sales. | 


mouldings, color- and pattern-matched with Curvatop, 
for a neat, permanent installation. | 


stall Curvatop. The kit also shows how counter edges Please have our distributor set up a Curvatop 


NAME 
Get the facts on the entire Consoweld line! Curvatop is a 


companion to other Consoweld plastic surfacings, each 
especially designed to produce the best results at a mini- 
mum cost, depending on the requirements of the job: ADDRESS 
shop fabricated or job-installed; vertical or horizontal. 


Distributors: a few good territories are still open. In- 
quiries are invited from aggressive organizations. 


COMPANY 


Curvatop is registered and sold in Canada by The Arborite Company | td., Montreal, Quebec 
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hand wrought 


GRILLES AND 
ACCESSORIES 


for wood 
or metal 
doors! 











Some 
Distributorships 
Still Available 


Sot 


Cash in now .. . on the greatest 
sales boom in years! ROYAL grilles 
and accessories are your new 
profit makers. They're stronger, 
brighter, original in design. FREE 
“Viewer” catalog available. 


if your distributer cannot supply you, write: 


ROYAL none 

















3742 Chancellor St., Phila. 4, Pa. 
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Distribution Editorial Causes Comment 





“A little pressure could achieve the de- 


sired results” ... 


problem .. .” 


Here are more comments 
on the editorial, “‘There’s No 
Distribution Santa Claus,” 
which appeared in the May 
2nd issue of American Lum- 


berman. 


To the Editor: Your editorial, 
“There’s No Distribution Santa 
Claus,” appeals to me as very sound 
advice for all factors involved in the 
building industry distribution pat- 
tern. I can see many benefits that 
will develop through cooperation 
without pressure and under legal 
guidance. Your suggestion that the 
dealer develop his own economic 
structure, as presented in your last 
paragraph, carries a constructive 
impact. 

Paul B. Shoemaker 

Vice President 

Masonite Corporation 


. a 


To the Editor: I submit, the manu- 
facturers, if so inclined, clean up 
the distribution problems with their 
particular materials. Suggestions 
and a little pressure—to say noth- 
ing of withholding of materials or 
even an absence of manufacturer- 
representative conniving and active 
co-operation with the  off-base 
wholesaler—could achieve desired 
results. 


Several months ago, the insula- 
tion board manufacturers recog- 
nized a serious situation; the ex- 
istence of their various wholsalers 
was in jeopardy. Consequently, 
they decided to take out some of 
the inequities claimed as the rea- 
sons for the ee of functional 
discounts with larger buyers. And 
so, of all things, established and 
legitimatized the split functional 
and even added to it 1% of their 
own after taking the lion’s share 
or exactly one-half of the whole- 
saler’s service discount. Could it 
be that the recent insulation board 


‘Time to face the 


price increase includes or takes up 
the 1% they had but recently 
passed on? 


This, of course, served only to 
level the whole price and discount 
structure above the manufacturer 
level downward and did nothing to 
help restore the distribution set up 
to its former or almost “historical” 
and, incidentally, economically prof- 
itable status. The quick-change ar- 
tists, who for some time back had 
not even had the manufacturer’s 
former suggested quanitiy bracket 
prices to look at, let alone guide 
them, felt no pressure, let alone 
reason, to alter their carload at 
warehouse, or warehouse at carload 
prices. 


I realize the above is concerning 
Insulation Board; the same is true 
with gypsum board and roofing 
products. Let’s hope that the latter 
producers in their field take a more 
intelligent, honest, and _ realistic 
view of the problems they have 
created and decide to effectively and 
conscientiously alter their practices 
and price policies to the point that 
some order and profit may obtain. 


As your editorial points out under 
(2) of your suggested possible ways 
out of this quandary, it is well nigh 
impossible through co-operative es- 
tablishment of standards by groups 
to bring the recalcitrants to better 
behavior because they are not sup- 
porters or even adherents of trade 
associations and refrain from par- 
ticipation with fellow wholesalers 
in any actions benefitting the group. 
This also rather precludes your (3) 
as a solution. Of course, we do not 
want (1). 


This leaves your (4), but here I 
must confess my inability to see 
how dealers or wholesalers can 
achieve “complete control of distri- 
bution in their trading area” par- 
ticularly in the realm of goods such 
as discussed above—there the same 
—or comparable materials are avail- 
able from many sources, on the 
wholesale and/or retail level, and 
even in cases on the contractor level. 
And on almost any price basis. 


A. J, Brewster, Jr. 


Akron Sash and Door Co. 
Akron, Ohio 
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Johnny-on- 
the-spot... 


your local 














Your independent plywood jobber is Johnny- 
on-the-spot! That means quicker delivery of 
the supplies you need . . . faster service to keep 
your jobs moving, your customers satisfied. 


Because your local plywood jobber is a local 
businessman, he’s as near to you as your tele- 
phone. He’s up-to-date on your market, your 
needs, your newest business opportunities. He’s 
your backstopper, too. You don’t have to tie up 
money in a wealth of idle supplies, he’s got what 
you need, when you need it. And the dollars you 
spend with him stay right in your own backyard, 
returning to you over and over again! 


plywood 
jobber | 


YOUR LOCAL PLYWOOD JOBBER DELIVERS THESE 
5 EXTRA SERVICES AT NO EXTRA COST... 


@ Quicker delivery 

@ Personal interest 

@ On-the-spot inventory ... frees 
your working capital 

@ Helps your salesmen develop new, 
profitable business 


@ Maintains a diversified stock, with 
a wide choice for most jobs 


EVANS PRODUCTS COMPANY, DEPT. $-5, PLYMOUTH, MICH. 
Plants at: Coos Bay and Roseburg, Ore.; Vancouver, B. C, 
Sales Offices: Plymouth, Mich.; New York, N. Y¥.; Chicago, 
Ill.; Coos Bay, Ore. 


1905—FIR PLYWOOD GOLDEN JUBILEE—1955 





LVAMEER /1R PLYWOOD 





DFPA grade-marked for uniform quality 


Evaneer is a T.M. of Evans Products Co. + Evans is an associate member of the NPDA 
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There’s money in quiet — 


Youll find profitable new business 
in residential Sound Conditioning 


Home builders and home buyers are both 


fast-growing markets for nationally 


advertised Cushiontone ceilings 








NEW PRODUCT FOR BIG DO-IT-YOURSELF MARKET. Quieting kitch- 
ens and game rooms with Armstrong Cushiontone is right in line 
with home handymen’s talents, Show them how Cushiontone 
goes up fast by nailing or cementing. No special tools are needed. 
Cushiontone’s smart “Full Random” appearance lends beauty to 
any room. You can turn Cushiontone and the new comfort of 
quiet into a big profit item in the do-it-yourself market. 





NEW SALES FEATURE FOR BUILDERS. More and more of 
your builder customers are realizing that sound condi- 
tioning helps sell homes. Show builders how Armstrong 
Cushiontone provides a beautiful ceiling, too .. . re- 
places plaster or gypsum .. . needs no painting. Any 
carpenter can quickly install it. While Cushiontone 
costs the builder little, it means big money for you. 





NEW OPENING WEDGE FOR REMODELING JOBS. When you sell a 
family on Armstrong Cushiontone for the kitchen, you're in a 
good position to sell a complete kitchen remodeling job—new 
walls, cabinets, a counter, lighting, etc. A single Cushiontone 
sale can lead to big money. For free material to help you pro- 
mote Cushiontone, see your Armstrong wholesaler or write Arm- 
strong Cork Company, 4205 Rieker Avenue, Lancaster, Pa. 





ADVERTISED TO YOUR BEST CUSTOMERS. Each 
month, full-page ads in The American Home 
and Better Homes & Gardens tell 7,000,000 
home-minded families about the benefits of 


sound conditioning with Armstrong Cushion- (Arm st rong CEILINGS 


tone, Builders and architects are also read- 





ing full-page Cushiontone ads in their leading Cushiontone® Temlok® Tile 
national trade magazines each month. + + « to quiet and beautify homes 
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WESTERN 
WHITE 







SPRUCE 


from Western Canada 


IS 





That doesn’t mean “real fine”, although Western 


White Spruce is real fine for all stages of construction WESTERN WHITE SPRUCE 


from studding to siding. It's the first choice of contractors, the Easy to Work Lumber! 
farmers, construction men and home owners throughout % LIGHT tr WEIGHT 
the country. They specify Western White Spruce from 


Western Canada because it's white and uniform of color, > FREE FROM RESIN 
ideal for any climate, and takes paint and enamel finishes % EASY TO SAW, NAIL 


beautifully. 


* X FINISHES BEAUTIFULLY 
What's more, Western White Spruce is Resin Free 
which means it's clean and easy to saw, to nail and to h WEATHER RESISTANT 
handle. Packers and shippers prefer it too, for all types % WHITE, BRIGHT 


of industrial boxes and crates. Supplies always available 


for fast delivery to the United States. GF) UNIFORM COLOR 


a us cone eae E 
MAIL COUPON FOR OUR 


Alberta Forest Products ; NEW BOOKLET 


3 NAME 


Association pee 


' 
CANADA PERMANENT BUILDING Laa- =e 
10126 100th STREET, EDMONTON, ALBERTA, CANADA 
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Report from 


WASHINGTON 





a ert eaten 


Will Business Drop After July? . . . Housing 
Is Still Strong . . . Soft Spot Is Low Farm Prices 


Still a good many urgent ques- 
tions get asked about what will be 
the 1955 year-end position of the 
national economy. What has hap- 
pened is no sure-fire indication of 
what will happen; but most indus- 
try analysts use the recent figures 
as a starting point and as a fairly 
good indication of things to come. 


” a” a 


Measured in this way, in the 
firat quarter of '55, business is jet- 
ting along toward the biggest year 
in American history. During the 
past three months new records have 
been set in such fields as autos, re- 
tail sales, construction and steel 
production. The BLS estimates the 
March housing starts at 117,000 
nonfarm units; only 800 under the 
peak reached for March 1950. 


. ” « 


That's what business has done for 
us lately; But gratitude is a lively 
expectation of favors to come, so 
what is business and especially con- 
struction likely to do for us be- 
tween now and the end of the year? 


” ” * 


However, a good many of the 
ideas put forward are based upon 
fairly measurable facts. The Na- 
tional City Bank Letter puts out a 
cautious warning about a possible 
saturation of the housing market: 
“With nearly 10,000,000 new homes 
biult since the war, with many sold 
on a shoestring and with home 
mortgage debt at a peak of $75.6 
billion it is small wonder that people 
shake their heads.” 


” « + 


But Nathaniel H. Rogg, econo- 
mist for the National Association of 
Home Builders, says contractors are 
careful to let the market itself set 
the volume and velocity of their op- 
erations; also that there are three 


30 


major regulating devices that keep 
supply closely related to demand. 


* * a 


First, the local FHA and VA of- 
fices everywhere examine the appli- 
cations for financing, to be sure the 
local market will absorb the pro- 
posed construction. Second, mort- 
gage lenders make their own deéci- 
sions about local markets. Third, as 
mentioned above, contractors are 
careful not to overbuild the market. 
During the early post-war shortage 
a good many builders would put up 
500 or more houses at one crack. 
But at present, most of those build- 
ers erect model houses and sell from 
them. 

* nm * 


Steadiness of demand, Rogg says, 
is everywhere evident. Nowhere is 
there a substantial number of un- 
sold houses. So it isn’t suprising 
that building contractors don’t 
think the country is over-building 
or that the mortgage debt is too 
high. The association estimates 
that about 1,300,000 new houses 
will be built this year. 


* * n 


A western builder calls attention 
to an often overlooked fact, Houses 
don't last forever, There are approx- 
imately 46 million residence units 
in the country. Suppose each on the 
average lasted 100 years. We know 
they'll not do that; not by a wide 
margin. But accepting the figure, 
for purposes of argument, it would 
mean a replacement market each 
year of 460,000 units. To this add 
the 700,000 new families created 
each year. So it becomes clearly ap- 
parent that, unless the Gloom and 
Doom Boys up and create a depres- 
sion, this country needs 1,200,000 or 
more new housing units a year. 


” * x” 


There’s a factor hard to measure, 
but important to dealers with farm 
customers that while nearly every 
other line of business is going high, 
wide and handsome, agriculture is 


not sharing in the current prosper- 
ity. A good many people remember 
unwillingly that nearly every his- 
toric depression started in farm 
areas. However, this sagging farm 
income of the present seems not as 
yet to have reduced farm purchases 
much; but those who follow farm 
economics are getting ants in their 
pants. 
* * * 


Corn prices in Chicago, the first 
of April, were at one of the lowest 
levels in recent years. Wheat prices 
also hit a low. Average prices re- 
ceived by farmers for all farm com- 
modities, in February, were some 
10% below those of a year earlier. 
Support prices are being lowered 
sharply on such crops as sorghums, 
oats, soybeans, flaxseed and barley; 
which means corresponding declines 
in open-market prices. 


- nm ~ 


Livestock production isn’t eligible 
for price support. It’s pretty sure to 
be stimulated by an oversupply of 
feed; and this will mean declining 
market prices. Industrial raw mate- 
rials, on the other hand, are near 
their high price point of recent 
years; and these items carry their 
high prices over into the articles 
the farmer must buy. 


x wm * 


It’s sometimes said, although this 
sounds like funk-hole stuff or a piece 
of camouflage, that mechanization of 
agriculture means less farmers; 80 
even a smaller total of agricultural 
income divided among fewer men 
should mean larger incomes per 
farmer. But the farm market for 
manufactured goods, including 
farm power tools, is limited by the 
total agricultural income. So with 
farm commodity prices 25% lower 
than in February of 1951 and still 
drifting downward, this is a cloud 
causing some uneasiness in farm 
towns. 
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av G) Do Walt machine... but 


DO YOU OWN ONE? 


Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De WA rT features and operating ad- 
vantages: 






e One low-cost machine that does ALL the work of 
a swing. saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60° or more in capital equipment 
investment alone. AMF De Watt does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material —it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De Wa tt’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs, MAIL COUPON BELOW TODAY! 


New Model GW-! 10” Saw with FULL 12 H.P. Motor... complete for only $395 DELIVERED 
(custom-built 12 H.P. motor, 10” saw blade, 4 detachable steel legs included) 


an mee 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 


* Top-side Cutting for Safest Cutting 

¢ 90% Savings in Layout and Marking Time 

¢ Reduces Waste —Salvages More Lumber | f) i- a \Vt T 

* One-minute Change-over, No Shut-down Worries 

* Reduced Fatigue, Greatest Operating Ease and Safety | Pow ER TOOL al " 
* Years-ahead Design—Does Not Outmode Itself { 
4 * Modern Straight-line Materials Handling “4 

* Unusual and Special Jobs Handled Easily 


o 2 oF TEES ot title nhs Behl then a AE ne. pe ae te 

a; ate eee banettanns rey amie apes = * ceria byciets wa an 
| AMF DE WALT,verr. at-ss-s, LANCASTER, PA. 
Please send me your new idea book for industry. 














Fad 
I, 


SEND FOR FREE NEW IDEA BOOK ON 
INDUSTRY! 16 pages paocked with 
illustrations. Shows you dozens of woys 












E 
to cut costs on cutting jobs, a 
time-motion study. ADDRESS 
city. STATE. 
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“ADVERTISED BRANDS PAY OFF,”’ 


say leading lumber dealers 


“We tike to sell nationally 
advertised brands, 


especially when they are qual- 
ity leaders too, like Sisalkraft. 
That way you make satisfied 
customers as well as substan- 
tial profits,”’ writes Mr. R. L. 
Dierks, Dierks & Sons 
Lumber Co., KansasCity,Mo. 










“Naturally, we recognize the 
importance of quality, brand- 
name merchandise in our Stocks. 
Sisalkraft has been a profitable 
item for us since 1928. There are 
a lot of uses for this tough 
Waterproof Paper and our 
customers know it by 
name and ask for it,” 
states Warren Coleman, 
Coleman Building Mate- 
rials Ltd., Santa Barbara, 
California. 


“Ttsalu ays good for any 
merchant to push the 
leading brands. That's 


Rutland Lumber Co., Inc., 
Albany, N. Y. 


American Sisalkraft is proud of its reputation amo 
dealers all over the country. It will pay you too, to p 
this familiar, quality line of reenforced waterproof 
products. 











“When a farmer needs 
protection for his cro 

that are stored outside, 
he asks for ‘Sisalkraft.’ 
We find it has a multi- 
tude of uses. The force 
of a brand-named prod- 
uct is a natural for any 
dealer’ writes Mr. J. J. 
Donnellan, Sec., Glen 
Newton Lumber Com- 
pany, Nevada, Iowa. 


why we stock and feature AMERICAN 
the genuine Sisalkraft. 

It’s the original and best 4 ALK 
known waterproof, reen- 

forced paper,” says Mr. 

Harrington Rutland, CORPORATION 


ATTLEBORO, MASSACHUSETTS 
Chicago 6 New York 17 San Francisco 5 
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You Need Only 25 Sq. Ft. of Shelf 
Space to Stock a Complete Line of 


PITTSBURGH’S NEW 










| 300 of today’s most-wanted decorator hues 
in 3 famous interior wall and trim paints 
—FROM ONLY ONE SET OF TUBE COLORS! 








porn, he remarkable MAESTRO COLOR 
system offers you the simplest, most practical way 
to sell paint. With this line you offer your customers 
300 of today’s most-wanted colors for home decora- 
tion in three standard Pittsburgh interior wall and 
trim paints, including rubberized and alkyd-type fin- 
ishes—with only a very small investment. 

In fact, you can operate with a minimum assortment 
of tubes and tinting bases that requires only 25 
oe feet of shelf space. You can supply all 300 

AESTRO COLORS in quarts and gal ion quickl 

and easily from one set of universal tube colors 

only two tinting bases for each wpe of finish, Nearly 


half the colors are made by adding only one tube h' 
color to the base materials. d ti I h 
Such a small inventory assures you faster turn-over EP n Tal € 


and greater profits. Pittsburgh’s widespread distri- 
bution system guarantees you fast replacement of Pepe 
stock when you need it and without loss of sales. 

if you are interested in selling paints this modern, 
way, send the coupon below—today. 


steve reueat 
y. typeer = 


over and over again, 



































(EN Attractive COLOR SELECTOR 
PrriseuRGH Painrs helps you sell 
faster and easier! 
I pete SES cs on os os as ee 
© This convenient display rack of { 3 
prttrsbrge reste Nee age a Pittsburgh Plate Glass Company, i 
The colors are attractively shown Paint Division, Dept. AL-55, Pittsburgh, Pa. 
for easy examination. A full supply ; 
of take-home chips are included. Gentlemen: I am interested in further details of your ] 
Additional chips are supplied with- new MAESTRO COLOR SYSTEM. | 
out cost as they may be | 
Name j 
| 
Address | 
LUG) PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS City County_____State 


eee err ere err <_cantpenapanasémenananed 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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are CATS and DOCS 


eating up your builders hardware profits ? 


If your builders’ hardware business is built on well- 
known, accepted lines backed by reliable manu- 
facturers, chances are you won't be bothered with 
“cats and dogs”... the slow-moving merchandise 
that collects dust, ties up capital and moves only 
with the help of markdowns. 

Dealers who handle the Russwin “All-Star” Line 


Rs 


LINE WITH SELECTED DEALERSHIP 


THE 


“Stilemanor” 


“Homeg 
Standard Duty Lock Line Residential Lock Line 


(For more date on advertised products {ill in coupon on page 118) 


like its simplicity . . . no tricky designs or items that 
appeal only to a limited few. They like it for other 
reasons too .. . up-to-the-minute styling and con- 
struction, uniform high standards of quality, and 
bar-type labeling. Cash in on all its advantages. Talk 
it over with your distributor. Russell & Erwin Division, 


The American Hardware Corp., New Britain, Conn. 


>. 


Co) re, moe od 


ard” Screen-Storm 
Doorware 


Miscellaneous 
Trim Hardware 


May 16, 1955, American LUMBERMAN AND 








hm 


Top farmers like Edgar Bodman use machinery instead of muscles to step up profits. 


Better farming_makes him 
a better customer for you ! 


With the better farming tools within his reach, the aver- 
age farmer can boost his net income by 25‘;. 





COUNTRY GENTLEMAN THE MAGAZINE POR 
Our job is to inspire farmers to reach this better farm- . 
ing goal—to keep top farmers abreast of the newest and Better Farming 
best. This makes more customers for you. For what you —_—. ‘ie 
sell is needed for better farming. 


Better farming on more farms . . . more sales to more 
prosperous farmers—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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Touve heard it hefore— 
Youll he hearing it more... 

















go if 


You'll find a wide and growing agreement among truck users these 





days. And they're putting it into the strongest words possible . . . 
Mack’s Got It! 


It takes a lot of doing to deserve such all-out praise. How it all 
happened is quite a story. But you can get the gist in one simple 
statement of fact: 


Mack is the only manufacturer to provide a completely new 
line of heavy-duty trucks since World War II... trued to the 


special requirements of modern business and industry. 


Completely new means just what it says. New concepts. New de- 
signs. New engineering. New processes and metallurgy. Everything 
that contributes to greater operating economy, better performance, 
more profitable payloads, and assured safety. No effort or expense 
has been spared to realize these benefits... all with traditional 
Mack strength and dependability. 


Look over these major achievements: 











The most economical truck en- 
gine on the road today, the Mack- 
built Thermodyne® Diesel delivers 
more miles per gallon than any 
other engine handling like loads. 
It’s a big reason why more Mack 
diesel trucks are bought each year 
than any other make. 


Maximum payload capacity for 
trucks and tractors through chassis 
design which combines greatest com- 
pactness with maximum accessibility 
of components and light weight. 


Trucks that won't bog down 
under the most adverse conditions 
of mud, gravel or sand... because 
of traction supplied by famous 
Mack-built 


axle assembly 


four-wheel-drive rear 
combined with ex- 


clusive Mack Power Divider. 


Newest Cab-Over-Engine design, 
either tilt-ty pe or the revolutionary 
new raise-type Verti-Lift Cab, the 


ultimate in basic “cab-over” design. 





When you get all the facts, we think you'll see that you can’t afford not 
to own a Mack... and you'll agree ““Mack’s Got It!”’ 





Mack Buses and Fire Apparatus have 
also been advance-engineered to best 
serve their important fields. All along 
the line, Mack is really going places! 





> 


Fiberglass sales climb and CLIMB 





The building supply dealer who has correctly sensed this unbelievable polyester-fiberglass 
sales trend has already added this “glamor panel” to his line. Consider the profit some 
dealers have made from all the colorful translucent panels you see everywhere. . . 


On patio shelters, breezeways, carports and partitions in the homes. Store fronts, counter- 
facings and partitions for the contemporary shop and restaurant. The partition in the office 
and the shatterproof skylights and sash lights in the factory. The potential is terrific! 


Why are more and more of these new jobs —and why are more and more dealers — 


— RESOLITE 


Here's Why: 


Resolite is the quality standard of the industry 

The Resolite name is nationally advertised 

Dealers get free a wide variety of powerful sales literature 
Dealers get free an eye-catching point-of-purchase display 
Large distributor stocks within easy reach 

Prompt shipment anywhere from factory warehouse 


See your Resolite Distributor, or write direct to: 
RESOLITE CORPORATION, Box 504, ZELIENOPLE, PA. 


Distributors in principal cities, U.S., Canada and foreign countries 





This display is a part of the 
free sales kit given to every 
dealer. 
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In this actual photo- 
graph, notice that 

the water from the 
hose is spraying 
equally on both sides 
of the Colorbestos 
Siding Shingles. But 
what a difference! The 
side that is Silicone 
Sealed repels water. 

It doesn’t darken or 
change color. 


New Colorbestos Shingles have 
been developed by Johns-Man- 
ville to offer the ideal combination 
of function and beauty to meet 
today’s architectural designs. 

Made of Asbestos and cement, 
they are fireproof, rotproof, never 
need paint to preserve them. 
And, thanks to the new wonder 
chemical, Silicone, they are vir- 
tually self-cleaning. Water rolls 
right off, no dirt deposits are 
left behind. 

As for beauty, the random- 
ribbed, striated pattern and soft 
pastel colors of these shingles 


SILICONE 
SEALED 


This demonstration shows how 
Johns-Manville Shingles can make 
your selling job easier 


J-M Colorbestos Shingles are Silicone-Sealed 
to shed water, resist soiling and discoloration 


offer a distinctive new style. When 
applied with J-M Shingle Backer, 
they cast heavy shadow lines 
which accent each course and 
add character to the house. 


Because Colorbestos Shingles 
are 32” wide, they save time and 
money in application . . . there 
are fewer shingles to handle per 
square. 


Keep up with the times. Offer 
Silicone-Sealed Colorbestos 
Shingles for lasting beauty and 
economy. For more information, 
write Johns-Manville, Box 111, 
New York 16, N. Y. 













Johns- Manville sponsors “Meet the Press” alternate 
Sundays on NBC-TV. We invite you to tune in. 


Johns-Manville 
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that’s why alert retail 


lumber dealers are boosting it! 


Woop Is YOUR ExcLUsIvE. Wood is yours 
alone. It is sold only by the retail lumber 
dealer. Anything which jeopardizes the 
use of wood as a building material, 
jeopardizes you. 

Just as you depend upon wood for 
your primary products, so do forest prod- 
uct manufacturers depend upon you for 
their marketing. This teamwork, over the 
years, has enabled the construction indus- 
try to thrive and expand. It has enabled 
manufacturers to develop research and 
conservation facilities, and to deliver 
through dealers—-natural forest products 
in ever-widening variety, ever-increasing 
quality. 

The most meaning- 
ful benefits of all have 
gone to the American 
homeowner in the form 
of superior forest prod- 
ucts backed by local, 
established business 
firms. 

Genuine CERTIGRADE red cedar 
shingles—for roofs and walls, for new con- 
struction and modernization— are playing 
an important part in the continuing 
growth of the building materials industry. 
“See your retail lumber dealer’? has been 
the familiar keynote of Red Cedar Shingle 
Bureau advertising and promotion for 
many years. It’s good business to stock, 
display and merchandise products of such 
unquestioned reliability. 


RED CEDAR GHINGLE BUREAU 


earienace 


5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 
550 BURRARD STREET, VANCOUVER 1, B. C. 
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to builders and building suppliers: 








The Olivetti Printing Calculator, proved 
thoroughly dependable in 7 years of com- 
mercial use, has a lower cost mainte 
nance contract 


than any comparable 


machine. More than 20,000 are on the 
job in the United States today. They are 
sold and serviced by 450 Olivetti dealers 
in every state of the Union, and by 
Olivetti branch offices; immediate de- 
livery. No spare part is ever more than 
24 hours away from any Olivetti dealer. 
Some of America’s great corporations 
have specified “Olivetti’’. Why don’t you 
investigate work-saving Olivetti ma- 


chines? Send the coupon. 
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The Olivetti Printing Calculator cuts 
overhead costs by making all 
figure- work quick, easy, and auto- 
matic. The printed tape record can 
be quickly verified for accurate 
entry; attached to invoices, pay- 
rolls, lumber tallies and other pa- 
pers; filed; shown to suppliers and 
customers. Multiplication and divi- 
sion are completely and uniquely 
automatic. Costs less than, but does 
the work of, 2 separate machines: 
a calculator and a fast 10-key add- 
ing machine with direct subtraction. 








these calculators can help cut your overhead 


. 
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Cred 
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The Olivetti Automatic Carriage 
Printing Calculator provides mech- 
anized bookkeeping. If avtomati- 
cally calculates, and prints desired 
figures on record-forms, automat- 
ically moving to the proper col- 
umns. If can perform 21 separate 
operations automatically, in de- 
sired sequence; the sequence can 
be quickly changed. its platen 
splits to take a 3-inch tape; it then 
operates exactly like the Olivetti 
Printing Calculator (above). 


olivetti 





; 
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Ourvertt Conrponation or AmMEnica I 
Dept. DJ | 
580 Fifth Avenue " 
New York 36, New York 
Gentlemen: I'd like to know more | 
about the Olivetti Printing Calculator | 
( ), the Olivetti Automatic Carriage 
Printing Calculator ( ),andhowthey | 
can help cut my overhead. Without | 
obligating me in any way, please let 
me have this information as soon as | 
possible. | 
Name , 
Title 
Company | 
Street | 
City State | 
4 
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... WITH EYE-CATCHING ADS like these run- 
your ma rkets ning nationally throughout 1955. Each ad pre-sells 
Celotex products . . . directs prospects to you for 
are pre-sold! building and remodeling materials as well as in- 
formation and guidance! 
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national advertising 


you cash th on 
GROWING SALES MARKET: 


You Profit from Year-in, Year-Out, Month-after-Month Advertising ... When 
You Feature Celotex Products! For over 33 years, the brand name Celotex has 
been advertised to building- and remodeling-conscious people across all Amer- 
ica. It has always been backed by some of the most powerful merchandising 
and promotion planning in the field. You, too, can cash in on this potent, con- 
tinuous support to sell more materials to these expanding markets. 





1. REMODELING 
Ads in Better Homes & Gardens 


2. NEW CONSTRUCTION 
Ads in The Saturday Evening 


and American Home are pre-sell- 
ing the thousands of “Do-It-Your- 
self” homeowners .. . sending 
these prospects straight to 
Celotex dealers for materials, in- 
formation, and guidance. 






~~ 


1 ea 
~~ 















Post are creating demand for 
new homes . . . for Celotex among 
new homeowners-to-be, and urg- 
ing them to see their Celotex 
dealer for plans and guidance in 
financing and building. 





Here is the all-inclusive Celotex 3-Point Program, three hard-hitting Celotex 
advantages that make your selling job easier, that combine to tell an exclusive 
and powerful sales story. These are the reasons why Celotex maintains nation- 
wide preference among builders and homeowners alike .. . and why Celotex can 
be your key to increased volume. 


1 CELOTEX 
s NATIONAL ADVERTISING 


Today, Celotex Ads, among the indus- 
try’s most eye-catching, are appearing 
in the nation’s most widely-read maga- 
zines. Full-page ads, four-color ads on 
both building and remodeling .. . in 
The Saturday Evening Post, Better 
Homes & Gardens, Successful Farm- 
ing, American Home, Progressive 
Farmer. Ads to builder-contractors in 
Practical Builder, American Builder, 





House and Home. Ads in Architectural 
Record, Progressive Architecture, 
Architectural Forum! 


2 CELOTEX 
s LOCAL ADVERTISING AIDS 


To assist the forceful national adver- 
tising campaign that’s working all 
year through for you: Ad mats, pub- 
licity releases, direct mail pieces .. . 
all you need to help you promote 
Celotex products. They'll help you 
wrap up sales as they invite your local 


customers to come to you for their 
building and remodeling supplies! 
3 CELOTEX MERCHANDISING 
s AND PROMOTIONAL AIDS 
Outstanding, attention-getting full. 
color posters ... the attractive new 
1955 Celotex “Book of Homes”... a 
new 16 page booklet on Celotex In- 
terior Finishes .. . many others to 
help you identify your establishment 


as “Celotex Headquarters” in your 
community! 











TIE-IN NOW! 


Make this tremendous Celotex National advertising work 
for you . . . to increase your building and remodeling 
business. Feature, display, promote the complete, genuine 
Celotex line. Use the exclusive selling aids to let the people 
in your community know that you are the place to come 


to for Celotex building products. 


BuI_LpING Propucts MERCHANDISER 








Sales come easier... 


when you feature genuine 


CELOTEX 


AEG, U, 6, PAT, OFF, 


BUILDING PRODUCTS 


The Celotex Corporation, 120 S. La Salle Street, Chicago 3, Ill 
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-ooif Moves 
the year ’round 


and here’s why! 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 


reflecting floors, etc., etc 


A Fine Propuct. Made of selected oyster shells and 
clays that are pre-processed before actual manufacture be- 


gins. Tested for quality 200 times during each days run. 


ADVERTISED continuously since 1941 and currently 
appearing in more than 20 publications reaching all 


segments of the building field 


Stock Trinity White for 
year ‘round profits! 


’ A Product of GENERAL PORTLAND CEMENT CO. - Chicago - 
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He just came in 
to — around 
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O.K.! Not everyone who sees this Sargent 2000 
Screen Door Closer displayed in your store will 
buy one. 


But this you can bet on! Many of your customers 
will buy the No. 2000 Closer on sight. Some will 
buy several. Because ... the Sargent 2000 is the 
best pneumatic closer on the market! 


And your customers don’t have to be experts on 
closers to appreciate its obvious quality. 


They'll buy it on its face value. Its appearance. 
Its quietness. Greater power. Reasonable price. 


For sales clinchers ... how about these features! 
A large 1% diameter tube...for 20° more 
checking capacity. Heavy duty spring... ad- 
justable for light or heavy service. The only com- 
pletely reversible closer available without dis- 
mantling spring and ratchet. 


Ease of application to either right- or left-hand 
doors. Without changing parts. Hold-open device 
that works up to 120 degrees. Packed with both 
jamb and soffit brackets. 


This is the season for screen door equipment. 
Order Door Closers and Catches from your sup- 


plier today. Or write direct to Sargent ... New 
Haven 9, Dept. 3-E. 


Sargent & Company 


New York *« NEW HAVEN, CONN. « Chicago 





This eye-catching, antes display mount 
is yours FREE. You pay only for the closer. 


hell lve with 9 SARGENT CLOSER! 











Newly Designed 
Bored-In Catch 
No. B5777 

Attractively designed. Polished brass. Rug- 
ged forged brass handle. Tough drop-forged 


spindle. Stainless steel slide. Easy to install. 
Available with free self-selling display. 


All-New 
Sargent 
“One-Bore” 
No. 2010 





Easy, do-it-yourself application. No mortis- 
ing. Push-pull action. Rustproof metal. Pos- 
itive, “‘jiggle-proof” locking. Get the free 
display, too. For the price of the catch alone. 
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TRY THE 
“BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut you 


want. You'll see why you have fewer bad 
cuts, less waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone 
books in many principal cities. And send 
for your free booklet—'For Greater 
Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 
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“It breaks off 


clean and easy, 


without any chips” 


says GEORGE MOSES 
of Lorraine Hardware Co., 
Richmond, Va. 


“Brand ‘Z’ took very little pressure in scoring it. I 
just seemed to touch it, and it broke off clean and 
easy,”’ said Mr. Moses. 

Mr. Moses had just finished test-cutting four well- 
known brands of single-strength window glass. These 
brands were identified only by letters——-W, X, Y and 
Z. He tried several cuts on each and picked “Z”’ as 
the easiest to cut, every time! 

“Z” was L’O'F. Twenty-eight out of thirty 
dealers who took this test picked L°O-F! And with 
good reason. L*O-F Window Glass is annealed more 
slowly, more patiently. This extra care makes it less 
brittle and more “even”’ in structure—so it’s a safer 
buy for your Customers, too. 
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BIRD ARCHITECT 
Shingles 


Public Building Shingle! 


TRIPLE COVERAGE —- THICKNESS OF STANDARD SLATE 


On roofing jobs for public buildings that of architects specified — quality by quality Ask your distributor today for Surther 
demand economy along with superior — for top performance and beauty. details —or write to BIRD & Son, 


quality construction and beauty, you have site Dept. AL-S, East Walpole, Alas. 
. Thickness of standard slate 
your answer in BIRD’s famous Architect 


15” width 
5” headlap 
300-lb. Working weight 


Wess 


Shingle — the asphalt shingle with the 


thickness of standard slate 


This is the shingle with bigger (3 times 


tense color quality and a much deeper 50° longer life 


texture than is possible with the ordinary Deeply textured Rainbow Colors 


* 
* 
*% 
* 
as big!) granules which give a more in- * Three layers of protection 
* 
* 
* 


small-granule shingle 


FHA-Acc epted for roof slopes of 


This is the shingle that a nationwide panel 3" in 12” or more 


QUALITY PRODUCTS SINCE 1795 * EAST WALPOLE, MASS., NEW YORK, N.Y., CHICAGO, ILL., SHREVEPORT, LA., CHARLESTON, S.C. 








YOUR CUSTOMERS KNOW NORGE! 
Display NORGE Built-In Ranges! 


Norge now offers a 
complete builder line 













Now you can offer a complete line 
of Norge Home Appliances that will 
satisfy the requirements of all your 
customers. This newest member of 
the Norge family... the Norge 
Built-In Electric Range... is now 
available in a wide variety of deco- 
rator colors. 





Color styled in wide variety of 
decorator colors to match or mix 
with any setting. 


Uniform heat assured with easy- 
reach controls of Built-In Surface 
Units. Easy-to-see dials. Automatic 
signal light. 7 separate cooking heats. 
Three models to choose from. 


Giant even is completely automatic. Holds 35 lb. 
turkey. Exclusive Norge ‘‘Char-Coil’’ Broiler. 


Norge offers a complete line of home appliances 
to meet requirements of all customers. Display 
and sell the complete Norge Builder Line. 


Norge Sales Corp., Subsidiary of Borg-Warner Corp. Merchan- 
dise Mart Plaza, Chicago 54, Illinois. 


Attention: Builder Division, Dept. A-L2 


| 
| 
| 
| 
| 
Please send me complete information on the Norge Builder 
a es + Freez- | Program today. 
ers + Gas Ranges - : Name oie 
Electric Ranges + Auto- | 
matic Washers + Automatic | 
= 
| 
| 
| 


Gas or Electric Dryers + Avuto- 


Company 


Street 
| matic Gas or Electric Water 


aj Heaters City State 
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wens Ano MO AsTic PIPE 


yar" a calt P 


THERE'S MORE jpeack iar 


\ 


VOLUME AND 
PROFIT IN 
TIME-TESTED 


Carlon Plastic Pipe 


... backed by the industry's greatest experience 





When you sell Carlon plastic pipe, there’s no chance for customer dissatisfaction 


BuILDING Propucts MERCHANDISER 





and expensive complaints. Here’s why... 


Carlon originated plastic pipe and has made more of it 
than anyone else. More than 47,000 miles of Carlon pipe 
are in service. No one can match this experience. 


During the years Carlon has been making and selling 
plastic pipe, we've run into all of the problems others 
yet must face. We've found out through experience how 
to make our pipe stronger, more useful, more dependable. 


To give you better, more versatile plastic pipe, Carlon 
maintains the only research center in the world devoted 
entirely to the improvement and development of plastic 
pipe. Here were developed all of the features that make 
Carlon pipe so outstanding: resistance to oxidation and 
sunlight and stress cracking. 


ONLY CARLON OFFERS A Com- 
PLETE LINE of plastic pipe for 
every type of service: water, 
gas, chemicals, acids, sewers, 


CARLON- 
THE PIPE WITH THE STRIPE 


can always be identified . . . even after 
years of severe underground service. Every 
foot is guaranteed forever against rot, rust 
and electrolytic corrosion, This guarantee 
is backed by the reputation of the oldest 
manufacturer of plastic pipe. 


You can profit too 
Carlon can use a few more dealers and 
jobbers in some areas. If you are interested 
in the high volume and generous profits 
possible with Carlon pipe, write for 


information. 
cARlon *® 


SuY THE aS> (CP) WITH THE STRIPE 


CARLON PRODUCTS CORPORATION 


102285 MEECH AVE., CLEVELAND 5&, OHIO 


field drainage, irrigation. 


~~ ee 


WORLD'S LARGEST MANUFACTURER OF PLASTIC PIPE 
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epironial: __ What Well-Fed Dealers Are Eating this Spring! | 










cl T used to give the 
“biggest discu in town! 





Today lumber dealers seem to fall into three categories: 
The Starving—those whose net profit before income taxes on 
sales is zero—or a net loss. 


The Hungry—those whose net profits on sales (B.LT.) is 1% 
to 6%. 


The Well-Fed—those whose net profits (B.1.T.) is about 10% on 
sales and 18% to 22% on net worth. 











MENU* 
For 1955's Well-Fed Lumber Dealer 


Management Goals 


An efficient store and store administration. 

A plan to meet pre-fab competition head-on with yard fabrication (Lu-Re-Co.}. 
An operating budget checked monthly for results. 

Cost consciousness and effective expense controls. 

Investment in advertising—2°/, of retail sales. 

Compensatory Pricing—securing average mark-up of 45°/, on cost of goods. 
Monthly payment sales notes discounted without recourse. 


Employe Relations 


Annual sales per employe—$40,000 plus. 
Annual sales per sales person—$100,000 plus. 


A sales manager with the responsibility of managing an adequate volume of 
consumer sales. 


Officers’ salaries—4°/, of net sales. 
Employes motivated to increased productivity by incentive plans. 
Regularly scheduled sales meetings every week. 


Consumer Selling 


An “outside” sales organization selling end-use packages to consumers. 
35°/, of sales on cash basis (or its installment payment equivalent). 
70°/, controlled consumer sales as opposed to 30°/, contractor sales. 
Heavy do-it-yourself promotion with appeals for housewife traffic. 


Marketing Planning 


Coverage and penetration of all (25) merchantable construction markets. 
Advertising and selling contractors’ services and becoming their best customer. 
Management leadership in creative selling. 

A trading area radius of 20 miles or more. 

35°%/, of sales in lumber, 65°/, in a wide variety of complementary products. 
Depth and breadth and ingenuity in service. 

Coordination with manufacturer-wholesaler promotions. 


*From the kitchens of several hundred dealers who have attended American 
Lumberman workshops. 





Dealers with appetites sharpened by recent declines in net margins 
may find food for thought here. And because these items deal with 
principles as well as strategics, each dealer will find ample oppor- 
tunity to order his own meal. A.A.H. 
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It's no secret 
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WHY THIS 
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‘hele. 4''lele)s 
C’ SERIES 


f 


IS THE FASTEST 
MOVING LOCKSET 


IN THE LOW-PRICE FIELD... 











: 1. Performance 
— Top quality workmanship and 


smooth, trouble-free operation 
: 
brass latch bolt. 


Z. Precision Installation 


Lockwood SPEEDRIL is foolproof and speedy, makes 
light work out of hard labor, cuts installation costs, 


makes clean-cut edges both sides and holes in perfect 
alignment. 


3. New Beauty 


{ Lockwood's new Decra-Dor plates, designed for use 
} with ‘C’ 





materials ensure 
full-size 5 pin tumbler, solid brass cylinder, solid 





Series locksets, add a magnificent finishing 
touch to every door. Five different styles with designs 


etched deeply in polished brass or satin-finished alu- 
minum. 





LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Fitchburg, Massachusetts 
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AUSTIN, TEX. Guion McCaleb, sales manager, Calcasieu, 
demonstrates the advantages of a flexible rinse spray to 
prospects in their modern showroom. 


Courtesy Youngstown Kitchens 


_FOR TODAYS Livi 


orm %. 


e” 
© 


LANCASTER, PENNA. Frey & Son have long 
been known as experts in selling kitchen re- 
Above, their model 


modeling 
near the front of the store 


No. 1 in a Series 
On Selling Kitchens 


gia 
at Pe 


Sige 


kitchen placed wife prospect. 


package. 


CANTON, OHIO. Kitchens are given a promi- 
nent location in the Ed Williams Lumber Co. 
showroom, completed just last year. 





Courtesy Curtis Companies, Inc 


SANDUSKY, OHIO. Joe Rode, Sandusky Lumber & Supply 
Co., shows a feature of the kitchens they sell to a house- 
Sandusky Lumber sells kitchens as a 


Dealers Recapturing 


They are doing it with striking model kitchens, more 
trained salesmen, consistent local advertising and package 
selling. Here are tested, grass-roots selling ideas that you 
shouldn’t pass up. 


The salesmen at Dean Lumber, 
Asheville, N. C., have callouses on 
their knuckles. They say door-to- 
door canvassing is the best way 
for them to get kitchen business. 

Schwartz Lumber Company, Fall 
River, Mass., depends on regular 
advertising, factory promotions 
and store demonstrations. 

These two dealer examples might 
suggest that successful kitchen 
remodeling selling varies with 
almost every dealer. Actually, a 
lot of new merchandising gimmicks 
are used but there’s a bedrock 
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program used by most retailers. 
To recapture the kitchen remodel- 
ing market they like this five point 
sales program: 

1. Install and maintain a show- 
room display. 

2. Train at least one salesman 
in kitchen selling and equip him 
with the proper sales tools. 

3. Maintain an adequate inven- 
tory. 

4. Advertise and participate in 
home shows, kitchen planning clin- 
ics and the like. 


May 16, 


5. Offer a complete kitchen re- 
modeling program at a package 
price. 

Growing Volume 


Increased volume in kitchen re- 
modeling is reported by dealers 
from almost every section of the 
country. Here are a few specific 
examples: 

Caleasieu Lumber Co., Austin, 
Tex. With a yearly volume of $62,- 
000 in kitchen sales this dealer is 
convinced that offering prospects 
color drawings of proposed remod- 
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ST. PETERSBURG, FLA. 
has this sparkling new 
showroom. 
customers. 


and range. 


Kitchen Remodeling Market 


eled kitchens is very worthwhile. 
It shows that the dealer has given 
their kitchen a lot of thought and 
it gives them a preview of the way 
the color scheme will look. When 
the installation is complete, the 
buyer gets the drawing. 
Smith-Dynge Lumber Co., Med- 
ford, Ore. Local advertising using 
radio, TV, direct mail and news- 
papers draws prospects from as 
far away as 150 miles for this con- 
cern. They also cold-canvass and 
make periodic calls on architects. 
Every housewife who turns in a 


Courtesy Curtis Companies, Ini 
Pinellas Lumber Co. 
model kitchen in their 
Display is very popular with women 


HAMILTON, OHIO. Rose Brothers in this city have a 
smart new model kitchen that includes both a dishwasher 
Appliances are included in the sales package 





(> 





Courtesy Youngstown Kitchens 
MEDFORD, ORE. Smith-Dynge Lumber Co. is proud of 
this excellent display that attracts local customers and 
travelers passing through Medford. 
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WILKINSBURG, PENNA. Harmon Lumber Co. 
has their model kitchen up front in the window 
and bright lighting at night attracts many pros- 
pects. No down payments are stressed with 
large signs. 





BUILDING PropucTs MERCHANDISER 


hot lead gets a small appliance as 
a gift. Smith-Dynge have an ex 
cellent showroom display that is 
credited with helping to close 
many sales. 

Schroeder Lumber & Supply Co., 
Milwaukee, Wis. This dealer banks 
on newspaper advertising and 
demonstrations before groups to 
produce live prospects. His most 
effective demonstration is built 
around a do-it-yourself slant with 
cabinets and other products re- 
quired for kitchen remodeling in- 
cluded in the sales package. As a 






good will touch—one that has paid 
off in word-of-mouth advertising— 
Schroeders give each customer a 
“before” and “after” photograph 
of the kitchen when the job is 
completed. 


Offer Complete Service 

Sandusky Lumber & Supply Co., 
Inc., Sandusky, Ohio, is one of a 
growing number of dealers ready 
to provide the homeowner one-stop 
service. This concern has a trained 
kitchen specialist on their staff 
prepared to quote and contract the 
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Built-in Ranges Dealer “Natural” 


Siegel Lumber Co., Chicago, left, and Denny Lumber Co., Middletown, Ohio., are just a 


few of the dealers actively pushing built-in appliances. 


“know-how” to install the units properly. 


entire job on FHA terms. In addi- 
tion to plywood, windows, doors 
and other millwork items they can 
furnish counter tops, floor cover- 
ings, drapes and complete color 
styling. They have arrangements 
with subcontractors to do the la- 
bor, plumbing and wiring, but the 
contract for everything is with the 
dealer, thus effectively controlling 
the sale. Both newspapers and 
radio is used to produce leads. 

Harmon Lumber Co., Wilkins- 
burg, Penna. With emphasis on 
attracting the do-it-yourself cus- 
tomer this dealer has recently 
remodeled his showroom kitchen 
display. Pat Harmon, Jr., recently 
returned from military service, is 
the kitchen specialist and he re- 
ports that regular advertising is 
suilding up volume from this type 
of customer. Pat says that the 
kitchen is the big attraction in 
attracting remodeling customers 
and that kitchen sales benefit his 
whole line of do-it-yourself mer- 
chandise. 


Wholesalers Can Help 


In heavily populated areas re- 
tailers usually carry a complete 
line of cabinets and other kitchen 
remodeling essentials. In more 
sparsely populated areas, stocks 
are carried by the local distributor 
and smaller yards buy from the 
jobber as needed. Now jobbers 
are going a step further and pro- 
viding model kitchens the dealer 
can use with his customers. 

Minot Builders Supply Co., Mi- 
not, N. Dak., is an outstanding ex- 
ample of this new trend. They 
have a model kitchen, and Don 
Switzer, sales manager, has devel- 
oped a “kitchen of the month” idea 
that has proved effective. Each 
month an outstanding installa- 
tion by one of their lumber dealers 
is selected and a photo and testi- 
monial letter is sent to all their 
retail dealers. The dealers are 
now building up a file of top in- 
stallation to help in selling. 


What's Wanted in Kitchens? 


McCall's magazine recently conducted a contest on "My Kitch- 


en’ that reveals the home improvements 


lanned by thousands of 


readers. The response is an excellent guide for dealers selling this 


market. 


In Planning a Remodeled Kitchen: 

30.4°/, would change size 

61.9°/, would add or remove partitions 

90.6°/, would alter window size and location 

65.8°/, would make miscellaneous carpentry changes 
Products Desired in Remodeling 

89.9°/, wanted new kitchen cabinets 

64.3°/, wanted new kitchen paint 

45.1°/, wanted new floor coverings 


Retailers in this field have the 


Display Essential 

Probably nothing is more impor- 
tant than a demonstration kitchen 
in the showroom, preferably up in 
the front of the store where it may 
be seen by women prospects. One 
thing worth considering should be 
the decorative styling. Should it 
be modern, traditional or with a 
rustic touch? Generally the best 
approach is a model kitchen in 
step with the community served 
by the dealer. In Granville, Ohio, 
for example, there’s a feeling for 
colonial styling and a model kitch- 
er. could well have touches of mel- 
low wood paneling, built-in appli- 
ances with copper finishes. 

One of the noticeable trends in 
model kitchens is the return of 
appliances and the arrival of built- 
in ranges and ovens. Appliances 
give the dealer’s kitchens a feeling 
of completeness and when sold as 
part of the package there’s a defi- 
nite possibility for an adequate 
profit. 

Denny Lumber Co., Middletown, 
Ohio, is just one of the dealers 
reporting success with built-in ap- 
pliances. Their model kitchen fea- 
tures these new appliances and 
sales have been excellent. In the 
next issue a full case history of 
the Sawyer Lumber & Supply Co., 
Milwaukee, Wis., will tell how to 
get started successfully with built- 
in appliances. As Ken Sawyer re- 
won in this feature, “selling 

uilt-in appliances is a natural for 
the retail lumber and building 
products dealer because they re- 
quire a skilled installation. You 
just don’t pop them in place like 
regular ranges.” 

Offer Package Price 


In selling kitchen remodeling 
the secret is to give a package 
price for the complete job. The 
customer usually wants a total 

(continued on page 56) 
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Now -out of Chrysler Corporation...come 
the most rugged trucks ever built! 





Announcing new 


Dodge trucks / 


The power line with full view design! 





NEW! Super Power-Dome V-8 engines—169 to 202 hp.— 
the world’s most powerful low-tonnage V-8’s—and the most 
dependable sixes! 


NEW! Full-view design with biggest wrap-around windshield 
of any make! Wrap-around rear window available, too! You 
get greater safety, easier handling! 


NEW! Higher payloads, new no-clutch transmissions, power 


steering and braking, fuel-saving overdrive! Plus smartly-styled 
interiors, colors, 2-toning! Over 100 new features! 













: dependable Dodge 


Truck dealers! 
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How Do Kitchen Specialists 
Get Their Big Volume? 


Carlton Supply, Inc., Canton, Ohio, 
Volume over $100,000 Annually 


Dealer uses everything—newspaper, radio, canvassing, leads 
from satisfied customers. But his biggest sales-getter is group 
demonstrations. Don Walter, vice-president and general man- 
ager, says they eoooage $1,000 in immediate sales from every 
demonstration, None have drawn a blank; some have produced 
$4,000 on the spot. Follow-up sales put even more in the till. 

Carlton Supply's demonstrations are attended by 40-80 peo- 
ple, usually from local organizations. They pay the club treas- 
ury 50¢ for each member attending, and give door prizes. The 
“shows” are booked well ahead of time. 

Cost of each demonstration runs from $50-$100. But the 
results have been worth many times the amount paid out. Wal- 
ter says it’s their cheapest form of advertising. 


Anderson Plumbing & Heating, Louisville, Ky., 
Volume $60,000 Annually 


“Gimmicks” pay off big for this dealer. He prints his own 
32-page catalog with four full-color pages devoted to nationally 
advertised kitchens. Like the Fuller Brush man, he has it 
distributed door-to-door, with a note saying a salesman will 
call in a week to pick up the catalog and take the order. This 
gets a foot in the door. 

To those people who provide him with leads resulting in 
sales, he gives merchandise gifts—step-stools, serving carts, 
ete.--depending on the size of the sale. 

Anderson keeps his name in front of the buying public with 
small give aways. He uses emery boards, fo scrapers, 
matches, and so on, all imprinted with the company name. 

At shows where he has a booth, he provides shopping bags 
so the visitors can carry the literature and gifts they pick up. 
Of course, the bags are covered with advertising. 

In addition, Anderson sends out thousands of broadsides each 
year, maintains a constant newspaper ad campaign, and runs 
an ad in the classified section of the telephone directory. 


Great Lakes Kitchens, Cleveland, Ohio, 
Volume over $200,000 Annually 


The success of Great Lakes kitchens can be attributed in a 
great degree to thoroughness. The owner, John Gerome, and 
his salesmen never miss a bet. 

They use newspaper ads, telephone canvassing, special pro- 
motions, and sometimes Sunday store hours to pull prospects. 
For the long pull, however, Gerome depends on his extensive 
filing system. 

The system begins working as soon as he or one of his sales- 
men finds a hot prospect, All available information on the pros- 
pect is written on a card. As the sale progresses, other details 
are added—the proposed kitchen layout, item-by-item costs, 
even a resume of the sales approach. Naturally, the file is 
used to schedule a job. But its worth as far as new business 
is concerned, comes at a later date. 

When business is slow, or when Gerome feels the time is 
ripe to sell a certain customer additional equipment, he makes 
a second contact. He may get an additional order (often for 
bathrooms, which he also installs); and usually he’ll get a lead 
about a friend or relative who wants a kitchen. 


G. B. Herring, Falls Church, Va., 
Volume $35,000 Annually 


Here’s a dealer in a small town who does a bang-up job of 
selling kitchens all on his own. He’s the owner, the manager, 
the salesman. He has built up a reputation for service, relia- 
bility, “all-out” cooperation. This brings in steady repeat busi- 
ness, of course, and new accounts. 

Herring does little advertising except by direct mail. He 
works almost exclusively on the personal contact angle. His 
store is open only from 8 a.m, to 10 a.m. each day, other times by 
appointment. The rest of the time he’s “on the street,” making 
contacts. 

Hard work is the reason for his success. He employs no gim- 
micks. But one extra thing he often does do that his customers 
appreciate is install kitchens himself, insuring an excellent job. 


price which can be more easily 
financed. It also provides addi- 
tional profit for the dealer because 
the value of the other materials 
is often greater than the price of 
cabinets themselves and it builds 
good will for the dealer with his 
contractor customer who gets the 
job. 
Why Outside Selling? 


While the showroom will origi- 
nate many sales it’s smart to real- 
ize the potential possible when 
calls are made in the home. It 
has been said that competition is 
practically nil—91% of the na- 
tion’s homeowners never have had 
a salesman call on them in your 
field. When you visit a home you 
can see the customer’s problem 
and sell the materials that best 
fit the need. You'll be given sales 
opportunities never possible if the 
sale was made in the store. 

It’s worth remembering that in 
a typical construction year there 
are 40 houses 10 years old or older 
in existence. Well trained and 
equipped outside salesmen can get 
their share of this big fix-up mar- 
ket. 


Where to Get Salesmen 


Dealers generally find that it’s 
most satisfactory to hire an in- 
experienced personnel. It takes 
patience but when you “get '’em 
young and raise ’em your way,” 
they will think like you do and sell 
the way you train them to sell. In- 
experienced men are not so de- 
manding so far as pay is con- 
cerned. And don’t forget, they 
don’t know, “It can’t be done.” 


Whom to Look For. The man 
you need should be young (21-35), 
neat and really anxious to sell. He 
should have a high school educa- 
tion or, even better, a technical 
school diploma. If he can talk eas- 
ily, is willing to work more than 
eight hours a day, and his repu- 
tation around town is satisfactory 
to represent your company, hire 
him. 

Locating the New Man. Look 
around your own organization— 
helpers, yard men, office workers. 
Your present salesmen and the 
salesmen who call on you might 
know of a man. Call on the local 
high school placement office or 
principal. Contact employment 
agencies and place a want ad in 
your local newspaper. Advise your 
friends outside your business that 
you are in the market for a new 
outside salesman. 





Coming Articles 
In forthcoming issues watch for sug- 
gestions on training and paying sales- 
men. Also features on dealers who 
have made a big success with kitchen 
remodeling promotions. 
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| Figured It Out — 


ZONOLITE 


UB Gives Me The 
\ 77-74 HIGHEST 
. PROFIT 


on Plaster 
Aggregate Sales 














| 


See how much more profit you get 
when you stock and promote 


ZONOLITE PLASTER ( “ 
ach? GREGATE Wr er fi REE or / 
Rall 











THAT BACKS YOU... 


Now more than ever it pays to back the aggregate that is 





ZONOLITE COMPANY 


135 5S. LaSalle S. 








solidly behind you with a smashing campaign aimed at osm Saeie Chicage 3, IMinois 
. . ae VERMICULITE SSeeeeeeeeaeanceae 
architects, plaster contractors and the home owner. Light- §*| AGGREGATES . 
' : ‘ sted . s 
weight, high-profit Zonolite vermiculite Plaster Aggre- © Zonolite Company, Dept. AL-55 " 
gate is the most heavily advertised product in its field & '35 5: LeSelle St., Chicago 3, IMinois . 
2 es ig oe = dl 8 Please send me latest information about new profit. & 
today. Check the “superiority points” below that make § making opportunities in time-tested Zonolite & 
‘ ie . swan a 
Zonolite the plaster aggregate contractors demand! 5 . 
« ® 

BD 6 oho vothecdccocdsventes) 0eabedsbosseesiun 

. . 
CONTRACTORS SAY IT’S 3 WAYS BETTER! Gls s «5 xk Saddoce dbebave ete ae . 
* . 
1 it's easy to sell 2 Zonolite steps up effi- 3 Zonolite gives greater customer 7 Mv osccecscatendedetadestsccaallieiaee oJ 
Zonolite becayse Zonolite ciency. Easier working on the satisfaction. Gives added insulation 2 : 
UGHTENS WORK. It's 4 job—by hoend or machine. «-- ls 100% fireproof. You're better » < ) See eee eee Zone....State...... Ps 
the weight of sand pilaster. Easier handling in your yard. off to handle this better product. GSSSSSSSSSSSEEKSeeeeeeeeeeeaaeseeat 
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'.... How to get 
effective, and 


inexpensive displays 


for your showroom 4 





our least costly source of attractive, — oe 2 
and effective display material . . . oves Impulse Merchandise 
. : Without taking up valuable floor space, the Mon- 
se } ) os ; ru . . . . Q 
for use in your shou uo are the Various | arch Lumber Co., Ltd., Saskatoon, Saskatchewan. Can., 
manufacturers of building materials. displays paint, nails and other materials on shelves 
. I Ase , yuilt into the bulging face of its wrapping counter. 
D ) tf “ is , “yer 
To learn what manufacture rs’ d play According to Hugh O’Neil, yard manager, the coun 
material is available to you, i ter display has helped create impulse sales of items 


which are often overlooked. Besides being an effec- 


and where to get it, tive display, the counter contains storage space for 


consult the: about a ton of nails in drawers behind the counter. 
The counter is 12’ long, 34” high and 34!4” maxi 
mum width. The shelves are 7" high. 
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DEALER 
PRODUCTS 
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Issue of 
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Display and Storage Combined 


AMERICAN In Bar for Plumbing Fittings 


The problem of how to display heavy pipe fittings 

is solved at the Hankins-Paulson Lumber Co., Union 
LU A BERMAN town, Penna., with this unusual bar that doubles for 
both display and easy-access storage. 

The unit, made of wood, is 8'-6” long, 2’-4” wide and 
& BUILDING PRODUCTS MERCHANDISER 2'-6” high. Top of the bar is partitioned with glass to 
form display bins for pipe elbows, tees and other fit- 
tings. Dimension of fittings and prices are visible on 
cards attached to each bin. 

The base of the fitting bar is partitioned into six- 
inch pigeon holes for storage of stock displayed on 
top. Cards identify the fittings in each compartment. 





Single Copies: $2.00 








58 (For more data on advertised products {ill in the coupon on page 118) May 16, 1955, AMericAN LUMBERMAN AND 















































~ 


When th 





ee? 
NO. 23 RANGE WITH 
HINGED ALUMI. 


NUM COVER 
directs smoke to 
chimney .. . pro- 
tects masonry from 
soot. . . will not 
rust. 
REMOVABLE 
GRATES .. . four 


cast-iron sections 
.» » easy to handle 
cand clean. 


ALUMINUM FIRE 
DOOR .. . light- 


weight . . . rust- 
ree . retains 
attractive oppear- 
ance. 

ASH PIT DOOR... 















shovel sized for 
easy ash removal 
























units available. 
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Other Donley Barbecue 





te 
” 
Ps) 


\ 
n) news gets Out 
the nrowds COME In 


13928 Miles Avenue @ Cleveland 5, Ohio 


The portable Barbecart “36” is 
compact .. . lightweight. . 
cooking surface (12” x 20”). 


. has large 







be 


for 


OUTDOOR 
FIREPLACE 
EQUIPMENT 


Today's tremendous do-it-your- 
self market and the growing 
trend to outdoor living and cook- 
ing make Donley fireplace equip- 
ment a big customer attraction. 
This “sure-fired” appeal for out- 
door fireplace equipment 
will help fill your store 
with potential buyers for 
Donley metal parts and the 
necessary masonry materials. 









Donley manufactures the com- 
plete line of fireplace equipment 
designed and built for quick and 
profitable sales . . . for years of 
trouble-free operation. Stock . . . 
display . . . and sell these nation- 
ally advertised products. Watch 
the crowds come in to buy! 


FREE TO ALL DEALERS... 
eo sample copy of this 
50¢ book telling all about 
outdoor fireplaces. 


BROTHERS COMPANY 











(For more data on advertised products {ill in coupon on page 118) 59 








Everyone’s a Prospect 


for... 











There are hun- 
dreds of do-it-yourself 
uses for these attrac- 
tive, easy-to- 
install, solid maple 
legs. Smoothly sanded 
and ready to finish, 
they come in seven 


different lengths, 


Supplied with 
threaded stud bolts and rigid metal 
plates for either vertical or slanted 


glides, securely- 


attachment. Complete in sets of 


four. Brass ferrules optional at 
additional cost. 


COLORFUL 
DISPLAY BOARD 
SELLS 
FoR YOU 


The attrac- 
tive display 
above is eas- 
ily mounted 
on wall or 
counter for 
instant eye- 
appeal. 





Get in on plus profits now with fast-mov- 
ing PEG LEGS. For details, write: 


“7 ~ 
ferry urniture (ompa 
~ te 


507 MONROE AVENUE N. W. 
GRAND RAPIDS, MICHIGAN 
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STORE MANAGER WICK BLANTON hands over a box of free sawdust to a 
couple of juvenile dog owners while father looks on. 


Give-Aways Pay Off in Added Sales 


New Mexico dealer says 


good will is another advan- 
tage of year-old program. 


“We give away S&H stamps, 
potato peelers, silverware certif- 
icates, sawdust, nail kegs, lollipops 
for the kids and good will.” So 
reads the regular ad run by the 


Atlas Lumber Co., Las Cruces, 
N. M. 

Customers collect the stamps 
and certificates to redeem for 
premiums. Parents accompany 


their children, who come for free 
sawdust for their dogs. Dad turns 
the nail kegs into chairs for the 
kids. 

“One woman used seven of these 
kegs to make juvenile furniture,” 
adds bookkeeper Stella Brocaw. 
Housewives like the give-away po- 
tato peeler. 

“Sales have increased 12% since 
the give-away program started,” 
says credit manager Tookie Keath- 
ley. 

“Cost of the give-aways is only 


May 16, 


a fraction of the returns we re- 
ceive in good will,” points out 
Rupert Chisholm, “and the lolli- 
pops pay for themselves just in 
keeping the kids out of our nails 
and screws.” Give-away collectors 
seldom leave without an armful of 
purchases. 


Indicates Trend 


Atlas Lumber’s policy of gifts 
for the public is being followed 
by other dealers throughout the 
country. 

Long-Bell yards, for example, 
periodically have a small gift item 
for their customers as a device to 
increase store traffic. Gifts are 
usually placed at the rear of the 
store and employes are cautioned 
to turn over the items only to ad- 
ults and slowly enough to suggest 
that the gift is worthwhile. 

Many dealers are using scrap or 
damaged building materials to fab- 
ricate a variety of small gift items 
for the public. Cutting boards 
from plywood and hot pads from 
insulation board are just two of 
the gifts easily and inexpensively 
made in the shop in slack periods. 
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New models—more models—all loaded with new advantages! 








NEW CHEVROLET 


-Task-Force 
TRUCKS 








Choose the model that’s matched to your job. You’ll get the most mod- 
ern engineering features in the industry—and cut costs hauling or 
delivering! Your Chevrolet dealer is ready to supply 


full details of these important features. . . . Chevrolet Proxevnourrg 
Division of General Motors, Detroit 2, Michigan. 





New Work Styling—New Cab Comfort and Safety! 


For the first time, light- and medium-duty trucks with 
their own individual styling—specially designed for the 
job! New Flite-Ride cab (even more durable!) features a 
Sweep-Sight windshield, High-Level ventilation, and 
concealed Safety Step running board. 





New Power Steering — Power Brakes! 


Driving’s easier and safer with these power helpers. 
Power Steering is available on all models as an extra- 
cost option. Power Brakes are standard on 2-ton models; 
optional at extra cost on all others. Tubeless tires are 
standard on \4-ton models! 
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New Engines — New Ride! 


A new 12-volt electrical system sparks all six new Task- 
Force engines. That means faster, surer starts; in- 
creased generator capacity. New suspension, front and 
rear, provides a smoother, more stable ride for both the 
driver and the load. 





New Overdrive — Hydra-Matic! 


Count on big gas savings with the extra-cost option of 
Overdrive, now available on %-ton models. Truck 
Hydra-Matic (optional at extra cost on %4-, %- and 
1-ton models) makes driving easier and saves valuable 
time on stop-and-go delivery jobs. 
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“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 


the desire to give better service. Add choice logs from virgin We ship 
high altitude forests, rigid grading standards, scientific kiln 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 


Soutuwest Ponderosa Pine — definitely a better product. 
Always quick delivery on either straight or mixed cars. Write 
today for the name of your nearest SouTHWEST representative. 


Southwest LUMBER MILLS, INC. 


Box 908 @ PHOENIX, ARIZTONA 


a year 








SIDING ° SHEATHING + SUB-FLOORING . ROOF DECKING * PANELING ” INTERIOR FINISH 


62 (For more data on advertised products {ill in coupon on page 118) May 16, 1955, American LUMBERMAN AND 














= Rae SS 


a 














"Fastest 
oving Pipe 
| ever 


“I've never seen anything like it. Got a shipment 


of course, the faster it moves, the more money I 


in recently and hardly had time to stack it. . . sold make. I stock all sizes — 2”, 3”, 4”, 5”, 6”, and 
out! My customers know about Orangeburg . . . ask I’m sure glad I do.” 
for it by name . . . they tell me it’s the easiest-to- 


handle sewer and drain pipe they've ever used. 
Couple of hammer taps and its joints are sealed 

.. root-proof! And I notice, too, more and more 
customers insist on genuine Orangeburg . . . both 
Root-proof and Perforated. They recognize the 
high quality and durability of genuine Orange- 
burg. National advertising and proved perform- 
ance have created an amazing demand. Orange- 
burg is the fastest moving pipe I ever handled, and 


Use Orangeburg Root-Proof Pipe for bouse-to- 
sewer and septic tank connections, conductor lines 
from down spouts, storm drains . . . other non- 
pressure outside lines, 


Use Orangeburg Perforated Pipe for foundation 
drains, septic tank disposal fields and draining wet 
Spots everywhere. 

WRITE for sales aid folder and complete catalog 
to Dept. AL-55. 


Your customers want Genuine Orangeburg... 






ORANGEBURG 





ORANGEBURG ‘= i. 


They look for the trademark! 





ORANGEBURG® 
ROOT-PROOF 
FITTINGS 


ORANGEBURG MANUFACTURING CO., INC. - 





V4 BEND wYe ve BEND TEE 


Orangeburg, N. Y. « West Coast Plant: Newark, Calif. 
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Dealers find customers hungry for 
This Amazing New Adhesive bonds 


Order now! 


FREE Folders | UNITED STATES PLYWOOD CORPORATION 
Speed Sales! World's a Be pty a Organization * 55 West 44th St., New York 36 


cities — distributing anits in 
HOW ARE YOUR STOCKS OF THESE OTHER PROFITABLE WIZARDS WITH WOOD! 





chief trading creas 


SATINLAC® 


Brings out and pre- 
serves the natural 


FIRZITE® 
White — for woodsy 









WELDWOoOoD” WELDWOOD 


Plastic Resin GLUE 
blond or pickled Hig) 






First white glue worthy America’s fastest sell- ’ 

of the Weldwood name. ing wood glue. Highly ae aan moe wees fy beauty of any wood. 

Ready-to-use. . sets fast water. pig Hrs Helps prevent ' No darkening or 
.- bonds like magic. Makes joints stronger raise and chec yellowing. Ready 

25¢ and 45¢ tubes, pint, than wood. Rot- Clear — to tame we for second coat in 

quart and gallon jars; proof, stain-free! 15¢, wae rain ny <i g ; sue ontoos S 

also bottles. ; soft woods. In Fl . , ’ 

squecser 35¢, 65¢, 95¢; also Be po 


5, 10, 25 Ibs. 
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Overnight 


WELDWOOD CONTACT CEMENT! 


instantly-without Clamps or Presses! 








Opens huge NEW adhesive 
markets by doing jobs no other 
glue could do before! 


1 For applying plastic laminates like Micarta 
without clamps or presses! 





a ge en 


2 For installing plywood paneling without nails! 


3 1001 other uses around home, garage, shop! 
Industrial uses, too! 














7 FAST-SELLING SIZES! : 
onds instantly and permanentl 
ORDER NOW! oa ae 
CANS on contact! Bonds any combina- 
1 tallon tion of metal (including do-it- 
gallons 
BOTTLES yourself aluminum) wood, glass, 
with beach leather, paper, fabric! Resists 
3 ounce bottle “ : : 
baaecincseaee water and most chemicals! Gets 
~¢° tuses stronger with age! 


1% ounce 
aluminum 
tube 


PSS 






BONDS INSTANTLY * TRADE MARK 


ON CON TACT a Fleeced eal onedlineneleedl mention neelieelenelioelnelimediemeientiiticnteienet 





irnauy cine 1 UNITED STATES PLYWOOD Corp. ! 
ITHOUT CLAMP? I Dept. 16, 55 West 44th St., New York 36, N. Y I 
OR PRESSE ¢ I Send me (check items desired) I 
Vv PRAEDIE { 00 Catalog sheet on Weldwood Contact Cement i 

with full information and literature. 
i h f f j d ii | 

hi Also send me counter leaflets on 

I C) Weldwood Plastic Resin Glue CO) Firzite i 
1 () Weldwood Presto-Set Glue C) Satiniac i 
; Name 
Applicator furnished FREE with pints, J Address } 
- 


quarts, gallon and 5 gallon sizes! 
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ovafold 


SOLID CORE PLASTIC DOORS 


—space- and money-saving doors and room dividers 


By saving the space a swinging door wastes, you increase the useable 
area of any room! The Novafold Solid Core Plastic Door provides 
this attractive sales feature——at a price 25 to 50% less than com 
parable Vinyl-covered doors 

Novafold folds to 16% of its expanded width in a flush-with-the 
wall 44%” stack. 4” leaves, in individual, full-length pockets in the 
Vinyl Plastic cover, give you a solid core door—room-to-room 
privacy —true accordion folding. 

Smooth, silent operation is assured by self-lubricating Nylon 
slides. An exclusive Novafold feature is the linkage chain that gives 
even pleating when the unit is drawn. 

Novafold is available in six colors—a wide range of sizes — 
affording unlimited application possibilities. 

In Novafold, you have a top-quality product that is guaranteed 
for one year by the manufacturer against defects. This unit folds into 
the smallest space possible, thus increasing the useable floor and 
wall space 

Novafold affords the latest design features—in a wide range of 
size and color combinations —at a price 25 to 50% less than for 
doors of comparable quality. 

Novafold is installed in 4 to 7 minutes. In new construction— 
no furring, trim or roughing is needed. There are no floor guides. 
With special track, Novafold is available for curved openings. 

Colors: Beige, Dark Green, Chartreuse, Eggshell, Gray and Red. 

May we send you color samples and specification data suggesting 
many applications of Novafold in the home? Please address your 
inquiry to Department E-12 


4” leaves, in individual 
pockets, assure perfect 
accordion folding. 





- 


Extruded heavy gauge 
aluminum track, fixed to 
the top of the opening 





a. 


Easy-grip handle. Soft, 
Plastic beading affords 
silent closing and tight 


fit — door-to-door and 
jamb to jamb. 


Self-tubricating Nylon 
swivel slide, fixed to metal 
plete riveted to leaf 


NOVA//SALES 


TRENTON 3, N. J. 











A wholly-owned subsidiary of H te Company —manufacturers of the oldest 
and strongest insulating building beard; wood-textured and striated panels 
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3 BEDROOM Sua 
CAN BE voUR 


Ralph Campbell celebrates 1,000th semi- 
finished home; C. P. Hadley sells ‘SEconomy 
Engineered Home.” 


Dealer-Builders 


Two Fort Worth lumbermen are leading the home- 
building parade in that Texas city. These dealer- build- 
ers are Ralph G. Campbell, president, Johnson-Camp- 
bell Lumber Company and C. P. Hadley, president, 
Sabine Valley Lumber Co. Between them, they have 
built 2,500 homes in the last few years. 

Last month many lumbermen attending the annua! 
convention of the Lumbermen’s Association of Texas 
visited houses being erected by both dealers to study 
construction techniques. 

Campbell erects a semi-finished house with interior 
walls installed and the buyer finishes the rest to suit 
himself. Most of his houses are sold to wage earners 
in the $3,500 to $5,000 bracket. Built on the buyer’s 
own lot, these houses can be had at no money down; 
otherwise the down payment is $195. 

The smallest Campbell house is a two-bedroom model 
of 816 square feet. It sells for $5,580 or $55.50 per 





ATTRACTIVE HOME PLANNING CENTER in the Sabine 
Valley store is separated from the main store area by 
planters 
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TWO FORT WORTH DEALERS, who are building hun- 
dreds of houses in the low-cost field are C. P. Hadley, presi- 
dent, Sabine Valley Lumber Co., left, who points to a sign 
near one of his sub-divisions and Ralph G. Campbell, presi- 
dent, Johnson-Campbell Lumber Co 


_ Active in Fort Worth 


month. He offers nine floor plans with four different 
elevations each. Campbell estimated that the purchaser 
L will pay about $470 to finish off the largest model. — 
Hadley, on the other hand, sells completed homes in 
a range of $6,500 to $20,000. He is currently develop- 
ing three major subdivisions and three smaller ones. 
The houses, which he advertises as “the outstanding - 
home buy in the southwest,” sell in a little higher price YALE HAS THE PRODUCTS 
bracket, $6,500 to $20,000. Hadley’s three-bedroom 
“Economy Engineered Home” can be bought for $330 


poo se erived €0 low as $6,560 with monthly yy y) THE DISPLAYS 


Both dealers use plenty of newspaper space to sell 
their product. Campbell sometimes takes radio time THAT 5 l S 
as he did to announce a three-week celebration in ob- E L THEM FA T ! 
servance of the one thousandth home sold by his firm. 
The buyer of this house received a $300 gift certificate, VALET es "3 f <>. 
other presents and plenty of newspaper publicity. eth | ey a wa 

Hadley has an attractive home-planning center in his Tags yA’ ee 4 
store and a draftsman on the premises to handle custom Aarne. Ale, Pee 
work. (continued on next page) | yf 





ADJUSTABLE YALE 
ONE-PIECE ZIPLOCK 
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Hc-17 
VALE 222 
FEATURES 4 ZIPLOCKS 


VALE WO. S15 
COMBINATION PADLOCKS HC-19 









Key 
THE YALE & TOWNE MFG. CO. 
Lock & Hardware Div., White Pioins, N.Y. 
FEATURES OF THIS HOUSE sold by Sabine Valley Lum- 
ber Co. include asphalt tile floors, two floor furnaces, hot 
water heater and four-ply built-up roof. It is 862 square 
feet, sells for $6,660 including a 55x120 lot. 


anew YALE & TOWNE 
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GUARANTEED QUALITY 








You make a connection that makes you tough 
competition, when you line up with CRESLINE. 
Your only “comebacks” will be in the form of re- 
peat orders — and bigger orders at that — be- 
cause CRESLINE Plastic Pipe is made to keep your 
customers sold on its genuine excellence. You'll 
find CRESLINE sales are made easier, too, whether 
you're a distributor or dealer . . . through service 
that’s unmatched plus sales support to match! 


Every Coil of CRESLINE 

Guaranteed RIGHT .. . In Writing . . . because its quality 
is insured by the industry's strictest production standards. 
Fabricated of 100% VIRGIN MATERIALS, every coil is pres- 
sure-tested and fully inspected before it leaves the factory. 


Every Order for CRESLINE 

Handled as ao “Rush Order” . . . SHIPPED WITHIN 24 HOURS 
. enabling you to guarantee deliveries far faster than can 

your closest competition. 


Every Foot of CRESLINE 









Measured cnd Marked .. . and every 
10-foot interval, too . . . a CRES- 
LINE EXCLUSIVE that speeds your 


sales and installations as well. 


Write for New Literature and Name of 
Your Nearest CRESLINE* Representative 


CRESCENT PLASTICS, INC. 





Dept. L-5, 955 Diamond Ave., Evansville 7, Ind. 


*Made to Specifications of the Thermoplastic Pipe 
Division of the Society of the Plastics Industry 


May IS NATIONAL 
WATER SYSTEMS MONTH 
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ONE SUB-DIVISION UNDERWAY by Campbell under the 
name of Master-Bilt Homes. These houses include oak 
flooring, metal windows and screens, kitchen cabinets and 
complete plumbing fixtures. Buyer does interior finishing 
himself. Ur 





—— 


7:30 a.m.—First Day at Johnson-Campbell 


FLOOR AND PLUMBING TREE in place on the first day of 
erection. Floor and plumbing is placed on solid slab con 
erete the day before. 





Noon—First Day 


TRUSS CONSTRUCTION picture taken about noon the 
first day. Note how truss runs the long way of the house 
ana how ceiling panels fit into lower panel. 





4 p.m.—First Day 


HOUSE ENCLOSED in one day. In one week six men and 
a supervisor pour two foundations, build all panels and parts 





(For more date on advertised products fill in coupon on page 118) 


for two houses and erect two houses. 
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SPRING! 


tHe west DO-IT-YOURSELF season 


of the entire year 





DOZENS 


of refinishing jobs this Spring are 
going to require the use of Wood 
Scrapers. Cash in on this profitable business by 
selling a kit of three assorted scrapers instead 
of just one. Three books of ex- 
tra blades are also included to 
make this kit an outstanding 
seasonable buy. Order them 
from your regular jobber. 






KIT RETAILS 
FOR ONLY 


$198 


THE FLETCHER-TERRY CO. 


760 SOUTH STREET ° Forestville, Conn. 
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f McCloud Lumber Co. 
. ‘ Executive Office 
900 First National-Soo Line Building 

MINNEAPOLIS 2, MINNESOTA 

Selling the Products of 

The McCloud River Lumber Co. 

McCloud, Calif. 
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WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine Whit PINE 
DOUGLAS FIR. WHITE FIR 
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NO 
fitting, 
NO finishing 
with cedar 
shakes? 


RIGHT! 
Finish a 
house a day 
THE 


GLUMAC 


WAY! 


SAVE 70% ON COSTS! Leading builders report it’s 
not exceptional to complete the sidewalls of an average 
house in a single working day. , 


WON'T CRACK, PEEL OR BLISTER 


Big, easy-to-handle GLUMAC Units are famous Shaker- 
town Cedar Shakes. bonded to 16” x 46%” tapered 
backer-board. Just 22 units cover 100 sq. ft. at recom- 
mended 14” exposure. New, improved factory-staining 
assures highest weather-resistance, longer-lasting pro- 
tection. Colored nails included in each carton. 


Why not save 70% on ssencttes costs with GLUMAC 
Units? Call your distributor TODAY — or write The 
Perma Products Co., 20310 Kinsman Rd., Cleveland 


22, Ohio. 
* | Snakertown 
cedar shakes 


See Shakertown Sidewalls on the new NATIONAL HOMES/ 


first name 
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EMPLOYES CAN HELP by calling attention to difficult labor jobs. Round-table or yard 
discussions give you a chance to get the cooperation of your men in the changeover to 
materials handling equipment. 


No. 3 
in a series 
of articles 


The two previous articles in this 
series have enabled you to deter 
mine whether you have a materials 
handling problem and how various 
fundamentals can be applied to solve 
this problem. This article will help 
sell your employes on the impor- 
tance of materials handling equip- 
ment, 


By now you have studied the 
means for determining whether or 
not you have a materials handling 
problem, and also the various fun 
damentals that are applied to a 
materials handling operation. 
These are the tools needed to solve 
your materials handling problem. 
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Sell Your Employes 


on Mechanical Equipment 


Informal talks with your yard men can help solve many 
of your materials handling problems at the start. 


There are three separate and dis- 
tinct phases that must now be 
studied and, if necessary, correct- 
ed: 


1. Personnel 
2. Physical layout 
3. Equipment 


The chronological order of im- 
portance of these factors will vary 
with individual yards. 

Before you can solve any mater- 
ials handling problems, you must 
have the cooperation of your per- 
sonnel. They must be sold on the 
fact that you are not trying to put 
them out of work. 

Actually, mechanized materials 
handling is a means for making 
work easier. A laborer can sit and 
ride while his mechanical equip 
ment does the same work he form 
erly did with brute force. Thus, 
materials handling is a means of 
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substituting machine 
muscle power. 

Yesterday a man thought noth 
ing of lifting 100 pounds or more 
and considered it a necessary daily 
chore. Five or six years ago we 
thought of 75 pounds as a man’s 
normal lifting weight. Today we 
are down to 50 pounds. Actually, 
your equipment should be such 
that your men do not have to lift 
anything — that all their lifting 
work can be done with mechanical 
equipment. From this standpoint, 
you must do a selling job on your 
personnel. Above all, your super- 
visors must be thoroughly sold on 
what you are trying to do. 


power for 


Why Mechanical Equipment? 


Take simple illustrative ex 
amples and point them out to your 
men. 

EXAMPLE NO. 1: Which is 

(continued on page 72) 
1955, 
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* for better lumber storage 
Al M with Acme Steel Strapping Ideas 
Found!—the answer to keeping “dry lumber” DRY in any weather, 
while storing it outside. Mlinois Interior Finish Co., Chicago, 
wraps quantities of 2” x 4s or sheathing or sub-flooring in waterproof 
paper and securely bundles with Acme Steel strapping. (Idea No. 441.) 
Lumber stays dry through winds and driving rain. 
Previously, when paper nailed-to-lath was used alone, wind 
often ripped the protection away. Now outdoor areas can be fully 
utilized, larger orders obtained at quantity prices—which mean 
Esra more profit, more stock on hand, more satisfied customers. a 
aa ed Ask your *Acme Idea Man to help develop storing and shipping 
hinds Shek Cie economies with Acme Steel Strapping. He'll gladly demonstrate 
who helped solve Acme Steel strapping methods in your yard. Call or write, 
this Acme Steel Products Division, Dept. YA-55, Acme Steel Company, 
bundling problem 2840 Archer Avenue, Chicago 8, Illinois. 


Andy Bassi, 





*an Acme Idea Man can help solve your problems 
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FAST, ECONOMICAL DELIVERIES 
are important in these days of keen 
competition and materials handling 
equipment can be used effectively to 
step up the efficiency of your yard 


easier—to lift up onto a lumber 
pile or to set down onto a lumber 
pile? If “set down” is easier, then 
by all means let’s lift the load 
above the pile. How is this done? 
Mechanically, with a fork truck or 
a conveyor. 


EXAMPLE NO. 2: Lumber, es- 
pecially in the rough form, is diffi- 
cult to handle. Unloading one or two 
pieces at a time directly from a car 
always requires caution on the part 
of the individual who must guard 
against wood slivers. 

Also, weights will vary. Some 
men can handle only one board at 
a time; other men are capable of 
handling two boards at a time, and 
still others can handle three. All 
this makes for an uneven load, 
Therefore, some men must work 
harder than others and yet remun- 
eration usually remains on the same 
level. With mechanical equipment 
the amount lifted or handled is uni- 
form 


EXAMPLE NO. 3: We are living 
in an era of speed and competition. 
As owner of a lumber yard you face 
this competition daily. 

The house builder is pushed by 
the individual, who may even be 
one of your workers, to complete a 
house in a short period of time and 
at the lowest possible cost. He faces 
a considerable monetary loss when 
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materials are not quickly delivered 
to the job. 

Due to excessive pilferage and 
lack of funds, it is common practice 
for the builder to delay placing his 
order until he actually needs the 
material. 

Therefore, you must be in a po- 
sition to give quick customer serv- 
ice, if you are to remain competi- 
tive. Here your employes can help 
you by quickly filling orders in the 
yard. It follows then, that mechan- 
ical equipment is highly desirable, 
especially in this instance. 

EXAMPLE NO. 4: If yours is 
typical of lumber yards throughout 
the country, you undoubtedly em- 
ploy older men, who have served a 
good deal of time with the industry. 
There are few replacements for 





Test Yourself 


See if you can answer the following 
questions. You will find the answers 
in this article; if not, turn to page 119. 


1. Mame the three distinct 
phases of materials han- 
dling, which were mentioned 
in this article. 


Man's normal lifting weight 
has declined. What is it to- 
day? 

Are manufacturers mechan- 
izing their operations to 
help you? 


Why is it necessary to get 
the cooperation of your em- 
ployes, if you buy materials 
handling equipment? 











May 


these men, since the lumber indus- 
try does not offer to the young stu- 
dent the same adventures and in- 
terest found in other fields. 

For these older men, work is be- 
coming harder rather than easier. 
These men must be sold on the fact 
that you realize this and want to 
find a means to make their work 
easier ; that this is your purpose and 
goal for starting a mechanization 
program in your yard. 

EXAMPLE NO. 5: Today’s in- 
dustry has made considerable prog- 
ress in the handling as well as the 
manufacturing of products. You 
form part of the chain of manufac- 
turers, wholesalers and users. 


More Savings Possible 

The manufacturer is making it 
possible to pass on to you various 
economies he has acquired by mech- 
anization of his operations. In or- 
der to receive the full benefits of 
these economies and to get your cost 
low enough to make lumber compet- 
itive with other building materials, 
you too must mechanize. 

Encourage your employes to 


‘bring to your attention various ma- 


terials handling problems and diffi- 
cult labor jobs. Ordinarily manage- 
ment does not like to do this since 
it may be considered as encouraging 
“griping.” 

However, in this case you are en- 
couraging the worker to feel he is 
part of the job, part of the program, 
and part of the team going through 
the process of eliminating muscle 
power in your yard. 

Talk to the men about the analysis 
chart. Through your supervisors, 
question them as to whether or not 
they can think of some questions 
that have not been covered. 

Discuss with them the funda- 
mentals. Is there anything in your 
yard to which these fundamentals 
can be applied? In this manner you 
are encouraging thinking and dis- 
couraging discontentment that may 
arise with the surprise of placing 
mechanical equipment in the yard. 
Send your people to other yards that 
have been mechanized. Let them 
talk with the other men and see the 
results of mechanization in these 
yards. A _ visual demonstration 
speaks louder than 10,000 words. 

Cooperation Assured 

Once the above has been done, you 
will soon find the men in your yard 
will be after you to do something 
about mechanization. You will find 
them proud of their work and just 
as proud of their yard, since like all 
good workers they want to do as 
well or better than the next fellow. 
You will find everybody anxious to 
learn, if given the opportunity to 
do so. 

The fourth article in this series 
will discuss yard layout for mate- 
rials handling equipment. Mr. 
Footlik will show you how to de- 
velop a master plan for your yard. 
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Send Coupon For Your Sales Aids! 





Zonolite’s resounding sales and advertising program 
is geared “big” to help you ring that bell on the old 
cash register all summer long! It’s the most powerful 
summer-season program yet! Billboards, TV, radio, 
direct mail, national ads, new displays and publicity 
ring the bell for you! “Keeping Cool” is going to be 
the national pastime again this summer! Send for 
free new sales aids that makes YOU headquarters 
for Summer Insulation! 


ZONOLITE COMPANY 


135 S. LaSalle Street, Chicago 3, Ill. 
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Zonolite Co., Dept. AL-SSA 
135 So. LaSalle St. 
Chicago 3, IMlinois 
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s Send me my free new sales aids that tie 
H me in with your big “Bell Ringer” Sum- 
S mer Insulation program. 
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Manufacturer Helps Dealers 





BEFORE YARD REMODELING fo! 
use of mechanical handling equipment 
Materials had to be trucked into the 
yard from spur track. Hand piling re- 
duced storage. Ordering was done in 
open yard. Time was wasted loading 
outgoing trucks. Warehouse location 
not conducive to cost-control in ma- 
terials handling. 


Photos Courtesy United States Gypsum Comp 


USG’s free consultation 
service enables dealers to use 
their yard and equipment to 
maximum efficiency. Here’s 
how their plan works. 


Cut Costs With Materials Handling Survey 


Materials handling methods can 
be the difference between profit and 
loss in a building material dealer’s 
operation. 

As the last big tool of cost control, 
an efficient program of materials 
handling offers the building mate- 
rials dealer (and the manufacturer, 
too), reduction in handling costs, 
increase in capacity, improvement 
in working conditions and better 
distribution. Safety is a plus Yactor. 

United States Gypsum’s experi- 
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ence and study of materials han- 
dling in recent years has revolution- 
ized handling operations at its 
plants. This has meant savings to 
both USG and its customers. Build- 
ing materials dealers profit directly 
from new USG handling methods in 
its plants, since dealers may specify 
“unit lifts” on their orders. USG’s 
unit sizes are based on lifting capac- 
ity of the dealers’ fork truck. Here’s 
an example of how the new unitiz- 
ing system works: 
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A dealer specified that he wanted 
his order of asbestos shingles pack- 
aged according to USG recommen- 
dations into seven squares per lift. 
United States Gypsum packaged the 
order to specifications. Soon after 
USG received a letter from the 
dealer, which read in part: 

“Formerly, 24 man-hours were re- 
quired to hand unload a car of as- 
bestos shingles. Our unitized car 
was unloaded in 11, man-hours... . 
Our yard men certainly prefer the 
unitized type of shipment, as the 
units were easily handled when re- 
loading on delivery trucks.” 

Indirectly, building materials 
dealers can profit by USG’s studies 
of materials handling by availing 
themselves of USG’s free consulta- 
tion service, which analyzes the ma- 
terials handling problem in the deal- 
er’s yard and warehouse and rec- 
ommends procedures for the indi- 
vidual case. 

One method of materials handling 
will not cover all cases, USG points 


AFTER YARD WAS REMODELED to 
improve materials handling. Railroad 
ears can be unloaded at warehouse o1 
from both sides of the track. Clear 
span storage shed with 12-foot canopy 
over exposed bins increases weather 
protected storage area. Warehouse for 
bagged goods and unitized materials 
more efficiently placed for receipt and 
shipment of materials. 
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out. A study of an individual case 
considers these factors: 


1. Is the dealer’s yard served by 
a railroad? Does the rail sid- 
ing enter the yard; or must 
material be trucked from the 
rail siding to the yard? 


2. Is it feasible for the dealer to 
operate mechanical handling 
equipment? Does the physical 
layout of the yard and ware- 
house provide enough room 
for the operation of mechan- 
ical handling equipment with- 
out sacrificing valuable stor- 
age space? 


3. Are the warehouse doors high 
and wide enough to permit 
mechanical equipment plus its 
load to pass through? 


4. Are the warehouse floors 
smooth enough to accommo- 
date mechanical equipment? 
Are the floors strong enough 
to support mechanical equip- 
ment and its load? 


If all the above questions are an- 
swered in the negative, it does not 
mean that the dealer cannot mech- 
anize his handling operations to 
some extent. He can utilize inex- 
pensive hand trucks to unload ship- 
ments, move materials to storage 
areas and reload orders on delivery 
trucks, with considerable savings in 
handling costs. 

However, in most cases, it will be 
profitable to the dealers to make im 
provements in his yard and ware- 
house that will allow the use of a 
motor-driven fork truck, the USG 
studies show. Fork trucks can han- 
dle unitized shipments in all phases 
of handling, including unloading 
movement of material, stacking in 
warehouse and subsequent loading 
required by order filling. Dealers 
who have equipped their yards with 
mechanical handling equipment re- 
port savings of from $30 to $50 per 
carload, 

“The challenge to offer special 
packaging for mechanical unload- 
ing,” said USG spokesmen, “prompt- 
ed us to completely analyze the flow 
of these products from our manu- 
facturing machines to our storage, 
handling and loading operations, in- 
transit methods, dealer unloading 
and storage procedures. We took a 
further step and analyzed the flow 
of products from the dealer storage 
to the job site or consumer, the 
point being that our No. 1 objective 
is to supply the consignee with a 
product that is in first-class salable 
condition at the destination. 

“Engineered loading and bracing 
methods based on our study of the 
flow of products created standard 
unit loading of building material 
products. We have through experi- 
ence determined the most acceptable 
method of unloading because the 
unloading operation for the con- 
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UNITIZED LONG-LENTH GYPSUM BOARD is unloaded by fork tift 
Easy-entry plates accept forks with no damage to material. Bulky load 
is handled in few minutes. Manufacturer will ship unit orders of other 


materials as requested by the dealer 





CLEAR-SPAN WAREHOUSE permits full utilization of floor space by 
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multiple stacking. Each stack is supported by 4”x10”"x48” fir or hem 
lock dividers. Trucks have plenty of room to operate efficiently 


signee is keyed to his individual un 
loading facilities. 

“When a special service is re- 
quired by our customer, we take 
into consideration whether a flat 
car, box car or truck is wanted; 
whether unloading will be done at 
platform or ground level, and a com- 
plete analysis of the dealer’s lift 
truck rated capacity and its speci- 
fications.” 

The information is obtained from 
the dealer by a USG salesman, and 
the information is recorded on a 
customer data sheet, which is filed 
at the shipping plant. In this way, 
it was pointed out, errors in loading 
are eliminated and USG obtains a 
record for future reference when 
shipping subsequent orders. 

Once the record is on file, mechan- 
ical unloading is accomplished to the 
satisfaction of the consignee and 
standard storage patterns can be 
planned for and maintained by the 
dealer. Observations in numerous 








retail dealer outlets throughout the 
country indicate that the dealer is 
merchandising in unitized lots and 
is encouraging contractors to buy 
in the unit quantities. This substan- 
tially reduces multiple handling in 
the yard and creates greater effi- 
ciency per man employed. 

Insulating board and steel prod- 
ucts can be unitized in double door 
box cars for mechanical unloading 
at platform level. As examples, 
12” x 24” decorative tile are pack- 
aged 32 bundles to the lift; 2.5 and 
3.4 metal lath are packaged 50 bun- 
dies to a unit and each unit is steel- 
banded to an expendable pallet. 

Flat cars with bulkheads also 
played a prominent role in the de- 
velopment of standard unit loads of 
insulating sheathing. Flat cars with 
a capacity of 45,000 square feet can 
be unloaded mechanically in one 
han-hour. 

Studies show that the handling 

(continued on page 96) 
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How to 
keep pace 
with your 


market 










Keeping up with a changing market is like 
trying to run up a moving stairway. However, 
you can use a controlled advertising method 
which both develops and anticipates consumer 
needs. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 


OME 


Maintenance 4 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 


tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000N. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 

( ) Send us complete information, with no obliga- 


tion on HOME ané its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City 


Zone State 


Your name 
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The World’s 
Tallest Kilns... 


LOADED 
BY 
TEAM 
WORK - 


Here at Huss Lumber Co., 
Chicago, is a bank of 3 of the 
tallest kilns in the world. Con- 
structed to conserve space, the 
kilns are 32’ high, have a 50,000 
to 70,000 board feet capacity. 








Loading these kilns is a job 

that calls for smooth team work 

—Ross Carriers deliver the ma- 

terial, Clark-Ross fork trucks 

stack it to the roof. Throughout 

the Huss operation, that same 

combination moves material fast 

wl Pag gm Page I Bi ath gh —at lowest cost. Lumber is 
—- | crn located by the Carriers—stacked 
eons grentians. celica by the fork trucks. It’s a profit- 
able team... Huss’ sales records 


prove it. 


ei Throughout the lumber in- 


—— 


dustry Clark equipment offers a 
combination that builds profits, 
speeds operations. Your local 
Clark-Ross dealer can show you 
what we mean. 

















Industrial Truck 
CLARK Ee 
CLARK EQUIPMENT 


St ae COMPANY 


Battle Creek 40, Mich. 





A BETTER BUY WITH LOCAL SUPPLY— 


Genuine Clark Parts 








PACKAGED FIREPLACE installed in 
a home built the sweat-equity way is 
inspected by Brown while contractor 
O'Brien looks on 





LOOKING OVER PLANS for one of 
the 115 homes for a new subdivision 
this spring are Brown, right, and con 
tractor Gene O'Brien 
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Dealer Spearheads 
Civic Building Drive 





A previous issue of American 
Lumberman told how lumber dealer 
James C. Brown, president of the 
J. C. Ames Lumber Co., Streator, 
Ill., helped develop a long-range plan 
for the city’s growth in cooperation 
with his contractor friends. 


With the voters’ approval of a 
bond issue to finance construction 
of a sewage disposal plant, a major 
obstacle to the growth of Streator 
was overcome. 


To get additional building vol- 
ume, lumber dealer Jim Brown 
and contractor Gustaf Bengston, 
in the meantime, had teamed up 


May 16, 


Easier financing and sweat-equity 
home building, encouraged by dealer 
Jim Brown in Streator, Illinois, is stimu- 
lating new home construction. 


to tackle another major obstacle: 
adequate financing. 

“We saw prospect after prospect 
drop out because the down pay- 
ment was more than they could 
swing,” Brown says. “Then the 
prefabs came to Streator and real- 
ly went to town.” 

Brown and Bengston analyzed 
the strong points of prefabs and 
nailed down three: 


1. Easy financing. 


2. Slightly lower, but standard- 
ized costs on stock plans. 


3. Superior sales efforts. 
The two men set out to find ways 
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to compete with the prefabs. 
gether with building and loan sec 
retary John Prafcke, they consult 
ed building and loan agencies in 
neighboring towns, which offered 
more lenient terms for builders. 


With an imposing array of sta 
tistics, Prafcke made an impres 
sive presentation at a board of di 
rectors’ meeting of the First Fed 
eral Savings and Loan Association 
in Streator. The same day, the 
board approved a plan authorizing 
minimum loan terms of 20% down 
and 20 years for repayment. Pre- 
viously loan terms had been 1/3 
down and 11 years, seven months 
to pay. 


With the promise of better 
terms, Brown and Bengston devel 
oped several basic stock plans 
which lent themselves to sound, 
but rapid construction. Bengston 
built two experimental models in 
preparation for the opening of the 
subdivision. 


Dealer Studies Prefab 


To learn more about the prefabs, 
lumber dealer Jim Brown became a 
franchised dealer of a nationally 
known line. He built three prefab 


houses to get test data on costs 
and also size them up. 

“While we were studying the 
prefabs,” Brown said, “we were 


also aware of the growing trend 
toward do-it-yourself home build- 
ing. I believe a sales-minded con- 
tractor and a lumber dealer could 
work together and turn this trend 
to their advantage. 

“With contractor Gene O’Brien, 
we worked out a number of items, 
which we felt a homeowner might 
want to install himself. O’Brien’s 
contract with sweat equity people 
clearly defined values with ade- 
quate provision for protecting the 
homeowner, builder, loan agency 
and suppliers and at the same time 
insured adequate supervision of 
the owner’s work. 

“This enabled him to substitute 
the owner’s labor for cash on al] 
or a portion of the down payment, 
creating a brand new market for 
homes.” 


Homeowners Pleased 


O’Brien began an _ impressive 
number of sweat-equity homes the 
last six months of 1954. The first 
couple to move into their do-it- 
yourself home were so happy with 
their efforts that they held a steak 
dinner for O’Brien and his field 
superintendent. 


In addition to these activities, 
Jim Brown and his two brothers, 
Edward and Bruce, have remod- 
eled the yard’s display room, built 
a large, new shed and completed 
other changes as part of their own 
10-year expansion program. 


BUILDING PropuCcTs MERCHANDISER 


To- 























“Lazy Susan" 
Millwork Display 


To display a maximum of mill- 
work samples in a minimum 
amount of space, the John E,. Wool 
lumber Co., Norfolk, Va., uses an 
eye-catching rotating display. 

The six-sided display, mounted 
on a pivot, turns freely at the 
touch of a hand. Mounted on 
casters, the versatile display can 
be moved around the showroom 
easily. 





HOW TO SELL 


MORE PAINT 
MORE CALK 


This FREE Display can boost your sales 
of CALK and PAINT as much as 17% 


Put this new display carton to 
work for you! It will help you 
sell more paint... more calk. 
Invites your customers to buy 
calk, and stimulates your paint 
sales at the same time! There’s 
nothing else like it...and 
it’s free. 


Get this money-making 
merchandiser from your 
Wholesaler, or write to 






ALUMINUM 


WHITE of NATURAL 


Insist on HANDI-CALK 


The original and fastest-selling calk 
cartridges. Nowa 





Hablein Alumi . 





Brilliant White and Natural, 














The GIBSON-HOMANS Company 


ENERAL OFFICES oa 
FACTORIES 


J35 Wrght Ave 


Richmor 


d tA Ry 7366 W i> Rd Clevele es 


d, Ca 
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American Lumberman Exclusive 


One Room Can 
Have Many Uses 


Folding partition, screens and 
planters can increase the versatility of a 
room. 


BY PAUL T, HAAGEN 


The plans of today’s homes exemplify what is 
called open planning. That is, rooms or living spaces 
flowing into each other to gain the effect of spacious- 
ness. There are fewer partitions and because of this 
open planning, the space may be better divided. oe 

No longer do we see small, cramped rooms and 
halls that are dark and hard to furnish, difficult to 
live in besides being costly to build. This has come 
about because of the demand for larger rooms, the 
high cost of living, thereby making mandatory more 
clever planning to get all the living efficiency out of 
a plan of a given size, the result of more efficient 
heating systems. 


Multi-purpose rooms are desirable, where it is 
possible to use the same room for various activities. 
Folding and collapsible partitions permit the divid- 
ing of large rooms into smaller quarters for various 
uses. 








GARAGE 
i-6"x 2/' 


When two or more small! rooms are easily thrown 
together, you gain the feeling of space, which is very 
desirable for special occasions. 


A good plan is a very simple arrangement of rooms 
to meet the utmost requirements of the family living 
in the house. If a plan appears cluttered, it is usual- 
ly not a good plan. 














If the rooms can flow together and fulfill their 
purpose so much the better. At times the placing of 
furniture, planters or screens may divide sections of 
a room to permit different uses. 





Dinine RM. 
i’ < 13-6" 
LL 

Architect Paul T. Haagen 


Paul T. Haagen, a Chicago architect licensed to 
practice in Illinois and several other states, has de- 
signed all types of buildings. In the last few years 
he has devoted particular attention to residential work. 
Trends in design, he feels, have brought about changes 
in living habits and a more informal culture. 

For many years, Mr. Haagen wrote a syndicated 
newspaper page dealing with subjects related to new 
building design and home modernization. He has been 
editor of two national magazines dealing with home design and construc- 
tion. He is the author of “How to Have a Better House.” His plans appear 
in many newspapers. 
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Open Planning 
Gives This House 
a Spacious 


Atmosphere 


This house is a perfect type of open planning 
whereby dining room, living room, activity room 
and study may all be opened up with each other, 
thus giving the rooms a very spacious effect. 


Two or three bedrooms with two baths, one bath 
near the front door for the convenience of guests. 
Excellent closet space. Bedrooms are spacious. 


Of interest is the kitchen plan with breakfast 
nook at one end. Activity room is near to kitchen, 
which permits quick and easy serving direct from 
kitchen. Children can play here. 


Basement stairs are near the kitchen and outside 
porch and there is a full basement for heating plant, 
laundry and recreation room. 


The exterior walls are shingles and vertical planks. 
The large windows in all rooms furnish plenty of 
natural lighting. 


Here is a house using a good deal of lumber. It is 
a very good design with wide shingles, shakes or 
vertical planking covering the outside; this type ex- 
terior imparts a homey feeling. Eye appeal is 
mighty important in selling any house. This house 
will be selected by a prospect because of its good 
design. 


Write for plan AL-205. 





How to Order House Plans 


This is the fourth in a monthly series of American 
Lumberman house plans. Blueprints are available at 
$35 for a set of four plans or $15 for one set. This 
price includes blueprint working drawings, specifica- 
tions and a lumber and materials list. Checks for 
plans should accompany each order. These should 
be mailed to American Lumberman, ¢/o Plan Serv- 
ice, 139 North Clark Street, Chicago 2, Ill. 





























a all 
OVERHEA 


GARAGE 


DOOR SETS 


with 
5 Winning Features! 


@ OFFSET TRACK! 

@ GRADUATED HINGES! 

@ ELECTRO-GALVANIZED FINISH! 

@ All STANDARD SINGLE & 2-CAR 
SIZES! 

@ AMAZING LOW PRICE! 

“WEDGE-RITE” offers you superior 

quality, premium features and sensa- 

tionally low prices. 

There's a “WEDGE-RITE” set for every 

need: single car sizes from 8'x6'6" to 

9x7’; 2-car sizes from 14'x7’ to 16’x7’; 

and commercial sizes from 9x?’ to 

20’x12' .. . for doors 1%” or 1%” thick. 











DOOR SECTIONS! Truck load or carload 
lots in stock sizes. Kiln-dried, Douglas 
fir, dowel construction. Lowest prices! 


FULL INFORMATION 
AND PRICES! 


DENNING STOCKADE FENCE 


LOW COST, RUSTIC TYPE FENCE 








IN 26 Ft. ROLLS, READY TO ERECT! 


This is the rustic-type fence so much in demand 
today for use around patios and yards. Available 
in 5 and 6 foot heights in rolls of 25 feet. Easily 
erected with posts and stringers. 





Closely spaced palings of 2" x 14" cedar, cypress or pine are wire- 
bound to heavy galvanized wire. Palings weather to an attractive gray, 
moking a handsome, low-cost fence. 


DENNING PICKET FENCE 


LOW COST 
EASY TO ERECT 


Handsome and eco- 
nomical, made from 
pine or cedar pick- 
ets, securely woven 
with galvanized 
wire. Available in 3, 
3% and 4 foot 
heights in 50 ft, 
rolls, painted white, 
green or red, Write 
for complete infor- 
mation and prices. 


ILLINOIS WIRE & MFG. CO. 
P. O. Box 1396 ° Joliet, il. 





82 








(For more data on advertised products fill in the coupon om page 118) 


YOUR PROFIT-MAKING 


Land These Sales 


Who are your worst competitors in the scramble to 
sell new homes? The big chain dealers, the develop- 
ment boys, or other independent dealers? Here’s one 
of the best ways you can outstrip them and land a 
bigger share of this booming market. 

First, consider these facts in planning your ad- 
vertising and merchandising strategy. Millions of 
Americans today are marrying and starting families 
at far younger ages than during the last 20 years. 
Result —- they are much more house-minded than 
apartment-minded. Figures also show that today’s 
young people are earning much higher salaries than 
ever before and have much greater job security than 
ever before. 

Add to this the fact that every year for the past 
eight years, more than 3,500,000 new babies have been 
born in this country! And last year, this figure soared 
to an all-time high of more than 4,000,000 new ar- 
rivals born to younger-than-ever parents. 

To sell more and more of these prospects on build- 
ing new homes, it is essential to realize these things. 
First and foremost, because they are so young, they 
are completely inexperienced when it comes to build- 
ing and have no idea where to turn to first for help— 
the architect, contractor, developer or you, the lum- 
ber dealer. Second, most of them do not know you, 
and do not know what you have to offer, even though 
you may have been in business for years! 

And third, they do not understand how and why 
you can be of more help to them than the architect, 
contractor or big chain suppliers and other competi- 
tors. For these reasons, it is more important than 
ever before to increase your advertising and run the 
kind of copy that does a continual educational job. 


This Does It 


To young, inexperienced couples, advertising 
phrases like budget terms and complete service mean 
nothing. More than anything, they need and want con- 
crete examples of your terms in black and white to 
give them some barometer of whether or not they can 
afford your services. And the most specific explana- 
tion of what your services are, how they work and 
what they include. 

The big thing to realize is that intensive mass- 
education cannot be accomplished overnight. Nor can 
it be done by personal salesmanship alone. It is a 
job that requires day-in, day-out advertising and the 
most graphic copy. Clear, fast-moving copy that is 
easy to understand from your readers’ point of view. 
And written in a live-wire style that reaches out and 
holds the attention of enthusiastic young couples. 


Soaring Sales 


Are you selling garden hose, lawn furniture, in- 
secticides and similar products? Retail sales of gar- 
den supplies this year “will top the $4,000,000,000 
mark—a gain of $500,000,000 above the total sales in 
1954,” according to one of the leading trade maga- 
zine editors in this field. Moreover, he stated that 
this is a conservative estimate—says retail sales of 
garden supplies will increase much more than busi- 
ness in general this year for these reasons. 

First, because of the 1,400,000 new homes under 
construction in 1955. Second, because of the increas- 


By Norm Advertising, Inc. 
New York, N. Y. 
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ing interest in gardening and lawn care among al- 
most 5,000,000 families who have built or bought new 
homes since 1950. Third, because of the increasing 
trends toward do-it-yourself projects and suburban 
living. 

Here are some of the best profit-makers you can 
push in garden supplies. One of the most spectacular 
sales leaders is plastic garden hose. Five years ago 
it accounted for less than 50% of total garden hose 
sales—is expected to exceed 90% of the total market 
in most areas in 1955. A $10,000,000 boost is pre- 
dicted in sales of insecticides and applicators. Here 
are some other figures worth studying. 

A boost of 14% in power tool sales is expected. An 
increase of 30% in barbecue equipment sales and a 
gain of 20 to 22% in garden furniture sales! 


Special Promotional Tip 


In your newspaper advertising, mailing pieces, win- 
dow and truck posters, don’t merely feature your gar- 
den products. Keep underscoring the fact that you 
have a garden supply department. The more you talk 
about your garden department, the more people will 
conclude that you have a complete line of garden 
supplies and keep coming to you for help. 

Remember, most people do not normally associate 
garden supplies with a lumber dealer; they usually 
turn first to the hardware store or general department 
store. And the few people who are aware that you 
carry these products are apt to think of them as an 
occasional sideline with you unless you keep empha- 
sizing the idea that you have 4 regular garden de- 
partment. 


King-Size Profits 


No less than $10,000,000 a month is now being spent 
on modernization and rehabilitation by hotels. And 
motor courts are offering their customers more and 
more improvements in order to compete with hotels. 
Are you getting your share of these king-size jobs 
and profits? 

Many of these organizations are now in the market 
and receptive to ideas for modernizing and redecorat- 
ing corridors, dining rooms, coffee shops and lounges 
as well as all their bedrooms and baths. How long 
has it been since you’ve shown hotel and motor court 
owners in your area what you can do, and offered 
them proof that you understand their needs and prob- 
lems? 

One of the best ways to offer such proof is to write 
two or three leading hotel and motor court trade jour- 
nals, and ask them for facts and figures on hotel suc- 
cess stories of business increases due to recent mod- 
ernization. Your ad agency or local newspaper editor 
can tell you the names of the best hotel magazines to 
write. Also write your own trade association and 
trade journal editors and request similar informa- 
tion. 

In that way, you can present local hotel and motor 
court owners with concrete proof that it pays to 
modernize and expand, and pack a lot more power 
into your sales story. Another point to emphasize is 
that no one knows their needs better and can supply 
them better than you, their local lumber dealer—par- 
ticularly since you can arrange for everything from 
planning and financing to application of materials, 
and have the finest contacts among local contractors, 
subcontractors and labor. 
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in the Popular Nationally Advertised 


RED JACKET 


Model "X" Pacemaker 
JET PUMPS AND WATER SYSTEMS 


LOW PRICED —A complete top-quality 
compact-design water system that satisfies 
the needs of over 70°/, of your market. 
FOR EITHER DEEP OR SHALLOW 
WELLS — Capacities up to 850 gallons per 
hour. Pumping depths down to 80 feet, Easy 
convertibility. 

FEATURES — Newly improved, with Ni- 
Resist rotary-type seal and all-bronze wear 
ring, the Model "X" Pacemaker is designed 
for dependable, long-lasting service, 
SIZES — Shallow-well pumps are available 
in '/; and '/, H.P. sizes. Deep-well units |/ 
H.P. sizes only, Tank sizes 8, 21, 42 gal. “aa 
larger capacity. 


for complete descriptive 
circular and prices on Red 
Jacket Model "X" Pace- 
maker Water Systems. Ad- 


dress Dept. ALB-55. 
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The two latest additions to the “Dutch 
Boy” interior line are new WONSOVER 
and new COLOR GALLERY interior 
paints. 


And between them—between these 
two modern, easy-does-it Nalkyd wall 
finishes—‘‘Dutch Boy” dealers have 
everything 1955 paint buyers want in 
interior flats. 


Everything! Sales prove it! 
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Leal ready mixed paints 





In ready-mixed paints, WONSOVER 
is in a class by itself! 


For easy application, easy cleaning, 
you just can’t top brand-new WONSOVER: 
it’s made from special Naleolyn resins, 
exclusively “Dutch Boy.” It dries fast, 
it’s high-hiding, it’s odorless. It’s popu- 
larly priced, too. What’s more, it comes 
in a wide range of most-wanted colors. 
And, great news to paint buyers, all these 
wonderful WONSOVER colors are pre- 
harmonized. No color clashes! No won- 
der WONSOVER is easy to sell! 
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In Easton, Pa. 
H. M. Prince says 


WONSOVER IS 
A BIG SELLER 


Dealers 
last word... 


4 color planning 


ALLERY 





The local school board, 
for example, wanted to 
redecorate Easton High 
School. Teachers were 
going to do part of the 
painting. So Easton 
Paint-Up, owned by the 
Prince brothers, recommended new, easy- 
does-it “Dutch Boy” Nalkyd WoONSOVER. 
They sold 400 gallons—and both WONSOVER 
and the Princes got straight “A’s” from 
the Board. The teacher-painters, too! 
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“COULDN’T 
COMPETE 


TODAY 
without the Color Gallery’’ 


Griffin & Sons is the oldest “Dutch Boy” 
dealer in San Francisco (1906). It’s also 
one of the first stores to stock the Color 
Gallery. “Every year since that time,” 
says Frank Griffin, Jr., “our paint busi- 
ness has grown while our inventory has 
diminished. We couldn’t compete today 
without the Color Gallery.” 


JTCH BOY 


filer Sally 








Boy” salesman calls. We want 1955 to be 
a big profit year for you. The biggest ever. 


Sells color, sells paint, 
steps up profits! 


The last word in simplified color plan- 
ning, the “Dutch Boy” Color Gallery not 
only helps your customers find the colors 
they want. It also tells them what colors 
go together. Selling color sells paint — 
that’s why profit-minded “Dutch Boy” 
dealers are sold on the Gallery. 


To dealers everywhere: if you’d like 
to put in the fast-selling, nationally ad- 
vertised “Dutch Boy” line, find out if 
there is a “Dutch Boy” franchise avail- 
able in your area. Phone or write our 
nearest office. 





To “Dutch Boy” dealers: if you’re not 
yet carrying both WONSOVER and COLOR 
GALLERY, sign up next time your “Dutch 


NATIONAL LEAD COMPANY: New York 6; Atlanta; Buffalo 3; Chicago 
80; Cincinnati 3; Cleveland 18; Dallas 2; Philadelphia 26; Pitteburgh 12; St. 
Louis 1; San Francisco 10; Boston 6 (National Lead Co. of Mass.) 
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YOUR AD OF THE WEEK 








No. 34 of a Series 


HERE'S ANSWER TO NEED FOR VARIETY OF TOP-QUALITY MATS 


ADservice was created by American Lumberman 
meet the retail buildin gproducts dealer’s need for 
sound, practical, professional ad-help at low cost. 

This exclusive service offers you a total of 254 mat 
illustrations of products, applications, and completed 
projects. In addition, it includes layouts, headlines 
and copy suggestions. Actual cost of original] art, 
plates, etc., is over $10,000—yet the complete package 
is yours for $86.90. 


(2 col. ad) 





ym 
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for hand took you will need 
for repairs and your own do 
yourself projects, All are 
moderately priced. 

We ako carry « complete 
line of nationally advertised 
power tools, 








To ebtein « professional like finish to any of your projects 
use Firsite to seal the grain and Satiniee to develop the 
full beauty of the wood and retain it's “natural” tone, 


BELLEVILLE 


LUMBER and SUPPLY CO. 
Your Dowstown Lumber Yaré—Polnt and Hardware Store 
220 E. JEFFERSON PHONE CE 3-9401 
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The two ads reproduced below show how ADservice 
mats can be arranged in any style layout. They are 
examples of how dealers in every one of the 48 States 
and many in Canada are using ADservice to boost 
reader attention and improve ad results. 


Write American Lumberman today for free 48-page 
ADservice book giving complete details. No obliga- 
tion. 


(2 col. ad) 





home improvement begins with a 


MODERN ste-savinc KITCHEN 


custom designed for you 








-- FREE PLANS and ESTIMATES -- 
-- GUARANTEED MATERIALS -- 


Yos--—an up-to-date cheerful kitchen is No. 1 on the Hit 

Parade of Home Improvements! The reason? Simply that 

modern women know that the entire house is ju by the 

a ance of the kitchen . .. and that an efficient kitchen plan 
] save time, work, make the days more enjoyable. 








Resilient Vinyl Plastic Tile 
gives you an easy-to-keep, 
economics] floor, Prices be- 
gin at 10 per tile. 





F 
and glisten, you ean not beat 
Arborite. A sheet 2 ft. by 8 
ft. costs only $12.30. 
SANDRAN counter topping 
not quite as durable as Ar- 
borite but about helf the 
price. Twenty-seven inches 
se priced at 80c per lineal 
‘oot. 
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STATIC LOAD TEST shows a 26”x4’ sheet of Filon supporting 1820 pounds with- 
out any longitudinal support. This is the equivalent of 210 pounds per square foot. 


New Filon Plastic Panel 
Reinforced with Nylon 


After several months of exten- 
sive testing and development, Filon 
Plastics Corp., formerly Plexolite 
Corp., El Segundo, Calif., has de- 
veloped a new transluscent build- 
ing panel. Reinforced with fiber- 
glass and nylon, the improved plas- 
tic panel is called Filon. 


This is considered to be the first 
time nylon in the form of parallel 
strands has been combined with 
fiberglass to provide substantially 
stronger panels. 

The nylon strands give the pan- 
els more rigidity and greater re- 
sistance to heavy loads and impact. 
Tests have shown that a square 
foot of Filon, weighing eight 
ounces, will support a load of more 


than 200 pounds. This is twice the 
standards set by the armed forces. 

Filon panels are turned out in a 
continuous strip by an automatic 
process. In addition to standard 
sizes, any length sheets are avail- 
able for special applications. Filon 
is available in 20 colors in either 
crinkled or smooth finish in six or 
eight ounce weights. 





ALL-UPSON HOME, using Upson 
primed siding has received wide ac- 
ceptance, The recently-introduced ex- 
tra-long siding which comes in stand- 
ard sizes of 12” and 16” is available in 
lengths up to 20’. This reduces joints 
to a minimum and the factory-primed 
surface speedg application of paint. 





+ 202 


KITCHEN K-VENIENCES 





DISAPPEARING TOWEL RACK K-V 7986 

Holds towels on 4-bar carrier which glides 
smoothly into reach and back in place. 
Also 2 and 3-bar side mounting models, 





K-V SHELF STANDARDS 
AND BOLTLESS BRACKETS 


i] y K-V 255 Standards 


K-V 256 Snap-In Supports 
K-V 80 Slotted Standards 
K-v 180 All Sizes Brackets 
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the finest they can buy 
are the finest you can sell! 


Aren’t your best customers the ones with money to spend... who want the best 
their money can buy . .. who come back for more when they get what they want ! 
You can satisfy every customer who asks for “the best” with top quality match- 
ing K-V Closet and Kitchen Fixtures in handsome polished chrome finish, 





SLIDE-AWAY UTENSIL RACK K-V 790 
Holds 14 pans by their handles. 
Mounts easily under shelf. 

Easy gliding action. 


ANTI-STACKING CUP RACK K-V 791 
Protects fine china from chipping. 
Holds 12 cups, sliding into easy 
reach and back in place. 


K-V HARDWARE—BEST IN THE HOUSE! 


Your answer to Do-It-Yourself profits in 
home remodeling. K-V shelf standards, 
drawer slides and sliding door assemblies 
are easily installed—EASILY SOLD! 
Backed by years of use. 


KNAPE & VOGT MFG. CO. Grand Rapids, Michigan 


YOu, . 
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Armstrong Expands to Meet Future Building Needs 


Reflecting the growing trend to- 
ward construction methods and de- 
signs which demand fewer conven- 
tional building materials and more 
manufactured products, Armstrong 
Cork Co., Lancaster, Penna., will ex- 
pand its Macon, Ga., plant. This 
will double the plant’s capacity and 
make it one of the largest fiberboard 
mills in the world. 

The expansion plans were an- 
nounced by H. R. Peck, vice-presi- 
dent and general manager of the 
firm’s building materials operations 
at the eighth annual meeting of the 
company’s wholesale distributors. 

The expansion will add about 
212,000 square feet to the 300,000 
square feet of floor space in the 
present plant which has been oper- 
ating since 1948. 


Walter E. Hoadley, treasurer and 
economist, Armstrong Cork Co., 
told the 350 wholesale distributors 
at the meeting that the Macon plant 
expansion is important in increas- 
ing the firm’s stake in the nation’s 
building program because it not 
only offers more products but sales 
and profits advantages for everyone 
served by Armstrong. 

Forecasting a continued high 
level of residential building—even 
though there may be interim de- 


clines—Hoadley said the two most 
important factors in continued 
home building activity are: 
“First, the typical American fam- 
ily now believes modern housing to 
be an indispensable part of its liv- 
ing standard; second, construction 
and mortgage credit has become 
more readily and more abundantly 
available than ever before. 


_ “The home has become the most 
important single element in present 





American living standards and 
there are plenty of indications that 
it will hold this position for some 
time to come. 

“Probably three-fourths or more 
of all families in this country can 
now finance a home, and especially 
a new home.” Hoadley added. “Home 
ownership is now approaching 60% 
of all families, but it seems evident 
that many more renters are still 
eligible to become home-owners in 
the years ahead. 

“Although some tightening of 

(continued on page 90) 


ARMSTRONG CORK COMPANY’S expansion of its mill at Macon, Ga., will 
double its present capacity and make it one of the largest fiberboard mills in the 
world, Shown is the original plant completed in 1948. Broken white line shows 


planned expansion. 


























“UNDER GLASS” 
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CHAIN DOOR GUARD 


MERCHANDISER 


| counter merchan- 
ser promotes impulse 
ales. Contains six self- 
selling cards with Ives new 
“‘Under Glass’ look. 
Merchandisers available 
with extruded Brass 
(D483B) or extruded Alu- 
minum (D483A) Chain 
Door Guards. Stock and 
sell ‘em both... 


ASK YOUR WHOLESALER FOR DETAILS! 








dern design. Narrow 
chain holder fits 
trim. Case hardened 
nin — no open links. 
d Brass and extruded 
num in standard 
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FOR Distinction 
and Beauty 
more Business 


and Profit 


decor 
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de’cor LOUVERED DOORS are a growing 
market, appealing to more and more customers. 


Made to your requirements with fast Midwest 
service and economies. 





’ = | 
de’cor SHUTTERS offer many opportunities for 
extra, profitable business. The practicality and 
Grand Rapids craftsmanship of DE’COR shutters 
has made them leaders in this new field of window 
treatment. new illustrated booklet, with complete 


: sales information and profitable dis- 
Write for counts. Please use firm letterhead. 


De’cor of Grand Rapids, Inc. 
io] Mae) mee lele) 4) 1555 Eastern Avenue, S.E. 
Grand Rapids, Michigan 





Oue wane That Means “ne 
ncrea es! . 
—»WILHOLD amen 













Withold white glue quality and time-sav- 
ing features ore well known to finishing 
carpenters, cabinet makers, factories, do- 
it-yourselfers and handymen from coast to 
coast, 


REDUCES INVENTORY! No need to stock 
many glues—this ONE give will do so 
many different jobs that it will satisfy the 
many needs of your customers, from the 
professional carpenter to the lady of the 
house. 






Le 
The best 





merchandised 


give you can sell. Well 
packaged—proper sizes— 
informative literature— 
LONG SHELF LIFE~NO SPOILAGE! well advertised. 











tandard shipping cases’ 





Jobber serviced everywhere Small 





WILHOLD PRODUCTS CO., Dept. 4, Chicago 44, Ill. 
Please send FREE SAMPLE of Wilhold White Glue, 
prices and name of neorest dealer. 


Firm 
Nome 
Address 
a sins State 


“-—<—<<eee eee eee snweescoaesescaancad 


FREE 
SAMPLE 
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Aluminum was 


Made of HI-TEMPER ALUMINUM ALLOY 
—easy to drive. Etched for greater hold- 
ing power. FHA approved. Available in 
a wide range of types and sizes in handy 
“pull-string” unit packages and in 50 Ib, 
cartons. Write for samples and counter 
display. 



































BUILDING CORNERS 


The new modern-look “Straightline” de- 
sign building corner, Available in all 
popular sizes. Packed to sell in sturdy 
counter-display boxes of 100 each — 
five boxes to a carton. No coating to 
chip off-——no counting necessary. 


ROLL VALLEY AND 
FLASHING 


The most economical rust-proof val- 

ley and flashing. Strong — easy 

to handle — specially tempered — 
extremely pliable. Never requires 
painting. Packed in sturdy cartons, 
Aluminum Valley available in 14”, 
20” and 28” widths — 50 ft. coils. 
Aluminum Flashing available in 3”, 
4”, 5”, 6”, 7” and 8” width — 
50 ft. coils. 


SFocserooccene es 
TRIM 


A complete line of high-quality 
aluminum trim. Modern design 
—never requires painting, Write 
for descriptive circular, 


NICHOLS 


Aire ALUMINUM CO, 
Sy, ENPORT, IOWA 


ww Z Manufacturer of Aluminum Nails 
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For 


IBER 


TRACK Bale) 
Dr iwers 


SHOE 


Door Sash 





801 Track and 1801 Shoe are 


quickly and easily installed. Can be 


cut 


corrosion proof. 
action. 
lengths. 


on job to any length. Rust and 
Perfect, easy, quiet 
Available in 4, 5’ and 6’ 
Fully guaranteed for lasting 


satisfaction. 





811 Extruded Aluminum Trock, 


for surface mountings, Super-hard fib- 


er i 
and 
for 


nsert. Etched and anodized. 4’, 5’ 
6’ lengths. Drilled at 6” intervals 
Va” No. 3 flat head screws. Use 


with 1801 shoe. 
WRITE FOR FREE LITERATURE 


801 se 


ithe 


Ua) = Sie 


Jt 





eS 


811 Aluminum Track 


Shoe %" x %" x 1% (for 801 Track) 
601 Trock 4%" x A" x 6’ of 4’ 
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EPCO OF CANADA 
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credit terms is a definite possibility, 
outstanding home financing commit- 
ments seem to assure a continuation 
of record, or near record, new hous- 
ing starts through spring and well 
into summer. There is still good 
reason to expect housing starts in 
1955 will equal or exceed 1.2 million 
level of last year.” 

Repair and modernization work 
still constitutes a tremendous poten- 
tial, Hoadley said. “These projects 
can offset any declines in new home 
construction to the extent that all 
interested groups—dealers, builders 
an dfinancial people — take steps 
promptly to encourage fix-up activ- 
ity. This is already big business 
and home repairs now use the same 
volume of materials as new home 
building.” 


Koppers Gives Farmers Tips 


A comprehensive promotion pro- 
gram to show farmers how to build 
large pole-type utility buildings is 
now opeitabhe for community or- 
ganizations in agricultural areas. 

Through visual training avail- 
able in a packaged education pro- 
gram, Koppers Co., Inc., Pitts- 
burgh, Penna., is making available 
its -pole-barn clinic which will 
show step-by-step construction 
procedures. 

Studying the farmers’ need to 
get the most utility from every 
building during a period of high 
material and labor costs and re- 
duced farm incomes, Koppers 
found that: 


—Farmers today consider pole- 
frame construction the most 
functional low-cost architec- 
ture. 








DAVE GARROWAY, right, discusses 
the new Aluminum Company of Ameri- 
ca promotion with David B. Miller, 
Alcoa executive. Garroway will demon- 
strate how to apply aluminum screen- 
ing on his TODAY program during the 
screen buying season. 


on Erecting Pole Barns 


—In areas where the trend to 
this type building has started, 
pole-type structures now rep- 
resent the predominant build- 
ing style in the community. 


Need for Basic Building Tips 


Analysis for building records in- 
dicated a lack of specific knowl- 
edge about pole-type construction 
even among farmers who endorsed 
this type structure. 

Reluctance to adopt pole-type 
building techniques in most cases 
could be attributed to a lack of 
familiarity with basic structural 
details required before a farmer 
could undertake a major construc- 
tion project. 

Koppers has attempted to fill the 
farmer’s need for greater familiar- 


(continued on page 92) 








VISUAL INSTRUCTION in pole-type building technique was presented at one of 


Koppers first pole-barn clinics recently. Albert Cobb, right, 


associate county 


agent, Fayette (Ohio) county points out pole placement to Carl Janes, left, a Jef- 


fersonville, Ohio, farmer and Clarence Cooper, manager, 


Bureau. 


May 16, 


Fayette County Farm 
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For almost a half century buyers of lumber 
have depended on Frost. Among the many 
reasons... Frost’s unusual diversification of 
forests, plants and manufacturing facilities. 


_ 450,000 acres of timberlands ranging 
from southern Arkansas across Louisiana 
and into east Texas mean a never-ending 
supply of quality pine and hardwood logs. 
Sawmills at Huttig, Arkansas; Mansfield, 
Louisiana; and Nacogdoches, Texas, repre- 
sent a diversity of location and equipment 
for filling promptly even the most difficult 
orders, Our Shreveport flooring and treat- 
ing plants give added flexibility in tough 
mixed-car shipments, 


For the premium and 
pert Be A 
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PINE “7 FRO ++,mark your next order FROST, 
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Frost Golden Pine ® Flooring ® Hardwoods * Treated Materials ©® Casual Furniture 
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ity with pole-type construction 
principles by producing a program 
so the farmer can learn step by 
step as he would by watching an 
actual barn raising. 

This clinie for farm community 
educational programs is now in 
operation and emphasizes visual 
education backed with take-home 
material. 

Each meeting will begin with a 
showing of a motion picture of the 
actual erection of a pole-frame ma- 
chinery shed. After seeing the 
building erected, farmers will have 
an opportunity to learn more de- 
tails from a series of large wall 
charts. 

Plans Available 


As a final step in the program, 
Koppers has prepared nine basic 
plans for pole-frame buildings. 
Farmers attending one of the clin- 
ics will be given a catalog describ- 
ing each of the nine building plans 
available from Koppers at $1 each. 


Joint Sponsorship Planned 


Meetings in rural centers will 
originate predominantly with Kop- 
pers 1,500 independent farm deal- 
ers as well as with co-op outlets 
which sell Kopper’s products. The 
educational program will not be 
limited to areas served by Koppers 
farm dealers. 


LUMBER. 


QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


WESTERN WOODS 


Fir—Hemlock— Cedar 


Spruce— Ponderosa Pine 


Poles—Piling 


Sales Office—The Equitable Building 


Portland, Oregon 


| wie GP) 


PLYWOOD 


Authentic Sample Book 
Has Real Plywood Pages 


A unique volume containing 28 
“pages”—each a thin sheet of gen- 
uine hardwood plywood—has been 
produced by the Hardwood Ply- 
wood Institute for use by retail 
dealers, contractors and designers. 

The book contains 12 popular 
hardwood plywoods. In some cases, 
as many as four separate samples 
of each species is shown to ilius- 
trate different methods of cutting 
or slicing the veneer. 


The samples are protected with 
a permanent mar-resistant clear 
plastic which is pressed into the 
wood. 

On each plywood page, a small 
photograph of the regular plywood 
panel is mounted with the name 
of the species, the figure or grain 


DISPLAY CONTEST for the most ef- 
fective window display of wallpaper 
sponsored by the Wallpaper Council 
was won by Long-Bell Lumber Co., 
Enid, Okla. The monthly contest 
awards cash prizes to the dealer or 
jobbers to encourage them to set up 
and maintain attractive displays of 
Huron Milling Company's Red Stave 
wheat pastee. The contest closes the 
end of this month. 





type and the general price range. 

The books are available at $15 a 
copy from the Hardwood Plywood 
Institute, 600 S. Michigan Ave., 
Chicago. 





SOUTHERN WOODS 


Yellow Pine—A.D. & K.D. 


Finish — Boards — Dimension 
Oak Flooring —Poles— Piling 


Sales Office—Southern Finance Building 


Augusta, Georgia 


GEORGIA — PACIFIC 
COMPANY 














WHITE FIR 


Trade Mark 


PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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COMPANIES ANNOUNCE 





Pal-O-Pak Insulation Co., Hartland, 
Wis., has appointed James Cooper to 
its sales staff. Pal-O-Pak manufac- * 
tures loose-fill and blanket insulations. 7 
Cooper will make his headquarters in 
Minneapolis. +. Sey 

Vestal Lumber & Mfg. Co., Knox- -~ C. D. Johnson trademark of quality 
ville, Tenn., announced the closing of . 
its flooring department recently. This 
was brought about by the acute short- manufactured and graded for what 
age of dry kiln facilities in the Knox- ae 
ville area and the entire available dry be it is. When you see our mark on 
kiln capacity of the plant is needed ae your order of West Coast lumber, 
for easoning lumber from the Vestal ‘ 
sawmill operation. you can be sure it’s exactly what 


E. L. Bruce Co., Memphis, Tenn., you ordered. 
announces that Armand R. Bollaert ‘ 

has joined its staff as technical direc- 
tor. For the past two years Bollaert 
has worked with Bruce as a special 
consultant. His acceptance of a full- 
time position will permit expanded OH sO 
Bruce activities in product research 7 D. J N N 


and development. Bruce is one of the 


rt a manufacturers of hard- L U M by t R 
COMPANY 


Manvtacturer: 

WEST COAST LUMBER 
Mills: 

TOLEDO, OREGON 
Shipments: 

RAIL AND WATER 
Sales Offices: 
EQUITABLE BUILDING 
PORTLAND 5, OREGON 


We point with pride to the 


lumber. Each piece is precisely 


Bollaert Weiner 


United Metal Cabinet Corp., Brook- 
lyn, has appointed Gerald Weiner ad- 
vertising an< public relations director. 
Weiner has been with United for more 
than 11 years. He will be responsible 
for advertising and promotion of the 
firm’s line of kitchen cabinet tops, 
bathroom cabinets and waste recept- 
acles. 

Inland Steel Products Co., Milwau- 
kee, manufacturers of the Milcor line 
of buildings, has appointed Donald L. 
Rossiter assistant general manager of 
sales, engineering products. He is re- 
sponsible for planning and controlling 
sales of the firm’s engineering prod- 
ucts division. 


Owen L. McComas has been named 
by Arcadia (Calif.) Metal Products 
Co. to the newly created post of direc. 
tor of merchandising, according to an 
announcement by D. P. Johnson, sales 
manager. 

Gene Bliss, widely known through- 
out the west coast building materials 
industry, has been appointed manager 
of the stain division of Olympic 
Stained Products Co., Seattle, Wash. 


Truscon Laboratories, Detroit, to 
meet the demand for Easy One Coat 
has added a third shift to its factory. 
Production is now on a 6-day week, 
24-hour basis. Easy One Coat is a 
new method of waterproofing and 
decorating masonry surfaces by a TRADEMARK OF QUALITY LUMBER 
single application. Containing active . Deda een as 
mineral ingredients, the product is aii 3 . aaa 
available in eight attractive colors. GRORGIA~ PACIFIC? 1 #000604 s av 


Ateo Aluminum Products, Orlando, 


Fla., manufacturer of Lifetime ja- 
(continued on next page) 
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lousie windows and doors, announces 
its 1954 production and sales were 
doubled over 1953 and all indications 
point to triple the 1954 production 
this year. 


Richard C. Ziebell has been ap- 
ointed special representative for 

alter E. Selek and Co., Chicago. He 
is returning to the organization after 
spending considerable time in the 
United States Aix Force. He flew 150 
missions in Korea. Ziebell will call on 
architects and builders to give them 
details about new products in the Selck 
line. 


Ray Woodward who has been with 
the John W. Masury & Sons, Inc., 
paint manufacturers for more than a 
quarter of a century has been named 
manager of Masury’s new branch 
office and warehouse at Manchester, 
N. H, 


Congoleum - Nairn, Inc., Kearny, 
N. J., has established two new Gold 
Seal districts with headquarters in 
Cleveland and Cincinnati. In the near 
future, the present Gold Seal office in 
Pittsburgh will be closed, This terri- 
tory will be handled by the two new 
offices. The new districts have been 
set up to take full advantage of the 
growing market for smooth surface 
floor and wall coverings in the mid- 
west, 


Aleoa, Pittsburgh, Penna., to keep 
pace with the increased use of alumi- 
num nails is in the process of expand- 
ing its manufacturing facilities at its 
Lancaster, Penna., fastening plant. 


Roly-Door Div. of the Morrison 
Steel Products Co., Buffalo, N. Y., has 
appointed Thomas G. McKeon assist- 
ant sales manager. 

Fine Wood is the new name Dulaney 
Plywood Corp., Louisville, Ky., has 
applied to its line of pre-finished hard- 
wood panels. According to Edwin Du- 
laney, president of the firm, the new 
name better describes the fine-quality 
panels, 

American Kitchens Div., Avco Mfg. 
Co., Connersville, Ind., has named Ed- 
ward G. Mack director of research for 
the division. 


New Combeautil Home of 


The third promotion kit for 
building materials dealers han- 
dling the Combeautil home of the 
month plan offered by Ludman 
Corp., North Miami, Fla., is now 
available. 

Packaged in two sections, a full 
color transparency, floor plan, 
truck poster and window streamer 
come in a mailing tube; the counter 
card, newspaper ad mat, national 
ad reprints, envelope stuffers and 
publicity releases come in an en- 
velope. 


Combeautil homes are priced in 
the $10,000 to $15,000 bracket and 
all specify Ludman wood products. 
Of the several dozen designs avail- 
able, one design a month is selected 
for display across the nation and 


Parmco Adds Utah Branch 


Parmco, Inc., Ontario, Calif., re- 
cently opened a new aluminum 
storm window and door manufac- 
turing plant at Salt Lake City, 
Utah. The new addition will han- 
dle the complete aluminum Parmco 
line. Complete manufacturing, as- 
sembly, shipping and wholesale 
distribution will be carried out at 
this branch. John W. Schubert, 
general manager, will head the op- 
eration. 


Month Promotion Available 


backed with a full-scale promo- 
tional campaign. 








NO OTHER ROLLER 


PAINT 
ROUGH 
SURFACES 


like the oe 


“Bulldozer” 


The ARSCO “Bulldozer” 
reaches into deep crevices of 
extra-rough textured surfaces 
and covers with amazing 
smoothness, 7” or 9” wide. 








JOB PROVEN 


cuts costs up to 40% 


gp =m WAIL THIS SPECIAL ORDER FORM TODAY am mm g 




























rolls, instantaneous mi- 
crometer control of 
pressure bar, shearing 
bar and other 
highly desirable 
features. Sturdy, 
semi-steel cast 
frame. Capacity: 
24", 26" or 30" « 


















































PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A Me@iuM size, wedge-adjusted planer 

which is widely used in nearly ail 
phases of the wood-working industry. 
Equipped with sectional feed roll, sec- 
tlonal chip-breaker and four driven 
rolls which permit planing pieces of 
varying thickness without danger of 
kick-back. Has built-in knife 
grinder, variable speed, in- 
stantaneous control of lower 





























grrsceo AMERICAN, inc., 3308 Edson Ave., New York 69, N. Y g &". A real pre 
SHIP PREPAID cision, production 
B with this coupon Bulldozers LIST EACH YOURCOSTes, medina C mod. 
) ° r 
y = #786 4.08 2.81 7 for descriptive 
9” -—298C 4.98 2.99 bulletin—No. 54. 
' ___fefilis 5 
2 7°— 2 78R 3.59 2.15 . 
2 9”— 2 98R 3.69 2.21 
A a SE - 
Address san iat tiatiintia 
city es was ee MACHINE WORKS 
B My Jovder is ® 238 EIGHTH ST., HOLLAND, MICHIGAN 
| AEA NET ERE ONO SAN AMOR TTI 
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Dealer-Designed Saw Increases Cut Plywood Sales 30% 


Cutting plywood to size for home 
handymen with an ingenious panel 
saw is paying off for Nu-Way 
Builders Supply Co., Salt Lake 
City — and even remnants are 
bringing in a profit. 

According to R. A. Middendorf, 
Nu-Way president and one of the 
designers of the panel saw ,this 
service has accounted for an in- 
crease of 30% to 40% in the firm’s 
plywood volume during the past 
few years. In the last three days 
of a typical week, Nu-Way cuts 
about 75 panels to size. During 
the past year, custom-cut plywood 
sales used more than a carload of 
fir plywood. 

Nu-Way’s profitable business in 
small! sizes is an outgrowth of the 
steadily increasing do-it-yourself 
market, Middendorf says: 

“Plywood does more jobs than 
any other single building material 
and it’s an ideal material around 
which a dealer can build an ag- 
gressive sales promotion program 
aimed at getting his share of the 
building materials dollar.” 


First Cutting Attempts Fail 


Nu-Way’s first venture into cus- 
tom cutting was a failure. Profits 
disappeared when unpopular sizes 
had to be dumped at cut-rate 
prices. 

The 


firm’s second attempt at 


custom cutting also was a failure. 
With the company’s existing bench 
saw it took two men several min- 





PANELMASTER PANEL SAW, right, de- 
signed by members of the Nu-Way Build- 
ers Supply Co., Salt Lake City, can be 
used by one man to custom-cut plywood 
panels. A five-second adjustment is re- 
quired to set the saw for a 45-degree miter 
as shown above 
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utes to cut a panel—and half the 
time the saw was busy and cus- 
tomers had to wait. Profits 
slumped and other work suffered. 


New Rig Speeds Cutting 

The firm tried to buy a machine 
one man could handle without los- 
ing too much time, but at the time 
none was available. Deciding to 
build its own, Nu-Way began ex- 
perimenting and an associate, Del 
Leger, figured out a rig that more 
than did the job. 

With it one man could cut a 
panel into any size in less than a 
minute with tolerances down to a 
gnat’s eyebrow. The Panelmaster 
—as the saw was named — cuts 
lengthwise or across the panel and 
it can cut a 45-degree miter with a 
five-second adjustment. 

What about remnants? Instead 
of dumping them at “red-ink” 
prices, Nu-Way gathers them twice 
a week and labels each piece with 
a gummed sticker giving the size, 
grade and price. 

Pricing Figured Closely 

Remnants are priced with a 
square footage chart at the same 
price as full panels. Pieces small- 
er than 12”x12” or narrower than 
4” are priced at half the regular 
price. 

The price for cutting panels is 
10% higher than full panels. Foot- 
age is figured on a six-inch break, 
next to the larger size, plus a 15¢ 

(continued on next page) 
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OWENS- ILLINOIS 
GLASS BLOCK 











Privacy 


Here’s how to get plenty of light but 

none of the sight—with a panel of 

No, 365. Remind your customers that 

Owens-Illinois Glass Block have the 

insulating efficiency of an 8” brick wall 
. won't frost or sweat in winter. 











Vision 


For a “solid” wall she can “see through,” 
suggest a panel of No. 370. Her kitchen 
will be flooded with daylight, yet it will 
be easy to keep spic and span, Point 
out that soil marks, even splattered 


grease, rub right off . . . an occasional 
wipe renews their sparkle, 
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Beauty 

Here’s an application that’s as practical 
as it is beautiful. These panels of No. 
316 block do much to set off the door- 
way... help light the hallway, 


Plan now to push and profit from this 
versatile, practical building material, 
Write for details to: Kimble Glass 
Company, subsidiary of Owens-Illinois, 
Dept. AL-5, Toledo 1, Ohio 

*Formerly known as INSULUX 


OweEns-ILLINOIS 


GENERAL orrices(]) ToLEDo 1, OHIO 
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cutting charge for each piece. 

It works this way: For a %;,” 
interior AA panel 26’x44”, the 
price is based on a 30"x48”" piece— 
or 10 square feet. That would be 
3412¢ a foot, plus 10%, plus 15¢, 
or $3.95. 

The 10% covers the cutting costs 
and bigger margin needed on 
smaller sizes. Picking up the next 
largest size takes care of waste 
and errors. Special cutting of 
panels is covered by a charge of 2¢ 
a lineal foot. 





MATERIALS HANDLING 
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costs of asbestos siding shingles in 
a dealer’s yard can be exceptionally 
high if the material has to be un- 
loaded by hand onto wooden pallets. 
On the other hand, a 21-bundle unit 
of shingles can be easily handled by 
a small capacity truck in a boxcar 
or from a flat bed truck. Actual un- 
loading time runs between 70 and 
90 minutes for one man and a lift 
truck, Observations made by USG 
in all parts of the country show that 
the small volume dealer as well as 
the large volume yard is becoming 
mechanized. In many cases this 
means redesigning the yard, siding 
facilities and warehouse layout, as 
well as buying lift truck equipment, 
but the savings achieved in handling 
operations make these changes in 
the physical plant economically fea- 
sible. Alteration and equipment 
costs are soon amortized through 
lowered handling costs; in addition, 
the dealer offers better service to 
his customers. 

Dealers who have mechanized are 
getting a head start on competition, 
which still employs manual meth- 
ods of loading and unloading. Mech- 
anized yards are equipped, for ex- 
ample, to handle standard unit loads 
of Gypsum lath plaster base and 
gypsum sheathing and wallboard 
from specially constructed flat cars. 
This development has been reported 
by dealers as “the greatest innova- 
tion in mechanical unloading of 
building materials.” The unit loads, 
dealers agree, maintain delivery 
schedules to job sites, as well as 
reducing handling costs in the 
yards. 


Dealers can obtain complete in- 
formation on USG’'s Customer Serv- 
ice program by writing to the Qual- 
ity and Service Department, United 
States Gypsum Company, 300 West 
Adams Street, Chicago 6, Illinois. 
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Art Hood Workshop 
Pleases Canadian Dealers 


A comprehensive four-day man- 
agement workshop for members of 
the Western Retail Lumber Deal- 
ers Association of Canada was 
held recently in Winnipeg. Art 
Hood, editor, American Lumber- 
man, moderated the sessions at- 
tended by management represent- 
ing several hundred yards with 
volume running into tens of mil- 
lions of dollars. 

The first day was spent on finan- 
cial administration; the second de- 





Dealer Pointer 











Blue Barrels Boost 
Short-Length Lumber Sales 


Large oil 
bright blue have proved to be an 


drums, painted a 
effective method of displaying 
short lengths of lumber in the 
Hill-Behan Lumber Co. stores in 
St. Louis, Mo. 

The colorful drums attract the 
customer’s eye to the display and 
often remind him of some minor 
job around the house requiring a 
short piece of lumber. 

“The barrels make a flexible dis- 
play that can be moved to meet 
changing conditions,” says Al 
Busiek, store manager of the firm’s 
new airport yard, “and we can also 
vary the number of drums depend- 
ing on how much lumber we want 
to display. 

“We try to kee 
on display at all times,” Busiek 
added, “and with the lumber 
standing upright in the drums I 
can tell at a glance when it’s time 
to bring more shorts in from the 
yard.” 

Each piece of lumber is price 
marked, either with chalk or a 
gummed sticker. 


a varied stock 








voted to marketing and merchan- 
dising; the third to remodeling and 
improving the store, shop and 
yard. The final day was used to 
cover methods of increasing the 
productivity of manpower. 

D. F. Lloyd, manager, building 
materials dept., Winnipeg Supply 
& Fuel Co., Ltd., summed up his 
feelings about the workshop in a 
letter to Art Hood: 

“TI congratulate you on the man- 
ner in which you expeditiously and 
fairly conducted the four days of 
concentrated study. Quite honestly, 
I was surprised after the first 
half day to learn that the course 
was so factually built. I was pleas- 
ed to note that every phase of our 
business was covered, with an an- 
swer to every problem. 

“The two manuals are a treas- 
ure, and as early as today are the 
finest working tools I have. In the 
past week, they have served well 
in guiding my spring advertising 
campaign. Next week I shall have 
some package sales under way, and 
the week following I hope to use 
the formula you left with the class 
for analyzing market potential. 

“To any building materials man- 
ager, needing a refresher course, 
I strongly recommend the manage- 
ment clinic.” 


The following members of the West- 
ern Retail Lumber Dealers Associa- 
tion of Canada were present at the 
management workshop: 

F. A. Alsip, Alsip Brick Tile and 

Lumber Co., Winnipeg, Man.; C. E. 
Ayre, Beaver (Alberta) Lumber Ltd., 
Edmonton, Alta.; J. E. M. Ayre, Bea- 
ver Lumber Co., ’ Ltd., Regina, pat 
G. M. Barr, Barr Lumber and “ve ply 
Co., Ltd., Shaunavon, Sask.; 
Clark, Clark Lumber Co., tae "Ed- 
monton, Alta.; S. Dodds. Logan & 
Black, Ltd., Yorkton, Sask.; C. J. Fer- 
guson, Ferguson & Hrudey Ltd., Ed- 
monton, Alta.; J. A. Godfrey, Mon- 
arch Lumber Co., Ltd., Winnipeg, 
Man.; C. C. High, A. M. High Lumber 
Co., Killarney, Man. 


C. E. Hird, Rutley Lumber Co., Ltd., 
Regina, Sask.; C. 8. Holland, McIlrath 
Lumber Co., Ltd., Weyburn, Sask.; C. 
P. Loewen, C. T. Loewen & Sons, Ltd., 
Steinbach, Man.; D. F. Lloyd, Winni- 
peg Supply & Fuel Co., Ltd., Winni- 

eg, Man.; J. M. McAfee, McAfee Dis- 
tributors & Building Supplies, Red 
Deer, Alta.; George McLarty, Crown 
Lumber Co., Ltd., Calgary, Alta.; A. 
L. Magnus, Beaver Lumber Co. Ltd., 
St. Catherines, Ont.; K. J. Morrison, 
a” Lumber Co., Ltd., Moose Jaw, 


C. Munro, Monarch Lumber Co., 


Lid, Winnipeg, Man.; R. J. Nelson, 
Nelson et ox vom yg ood 
Alta.; W. Ralph Pepper, Cal 
Builders Supply Ltd., Calgary, A ~w 
W. Redekopp, Redeko P Lumber & 
si ply Co., Winnipeg, n.; Ceeil G. 


Schultz, Home Lumber Co, Ltd., Cal- 
gary, Alta.; D. L. Slater, Nelson ‘Lum- 

r ( Sask.) Ltd., North Battleford, 
Sask.; C. F. R. Wentz, C. H. Wentz 
Lumber Co., Ltd., Saskatoon, Sask. 
and John Wiens, Morden Lumber & 
Fuel Ltd., Morden, Man, 
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ASHTON ALLEY at the Veterans Memorial Auditorium, Des Moines, grouped 
together the various building material lines handled by Ashton Wholesale Service 
into one area. Dealers desiring information about Ashton’s lines didn’t have to 
visit scattered booths at the recent Iowa Retail Lumbermen Association meeting 


Ashton's Alley Groups 
Booths for Convenience 


To make it more convenient for 
dealers to learn more about the 
building materials he handles for 
manufacturers an Iowa distributor 
combines the various booths in one 
section of the display area at con- 
ventions. 

“Ashton Alley” this year made 
it easy for dealers attending the 
Nebraska Lumber Merchants and 
lowa Retail Lumbermen’s Associa- 
tion meetings to get information 
about building materials from both 
the manufacturers representatives 
and the wholesalers salesmen. 

For several years, H. W. Ashton, 
president, Ashton Wholesale Serv- 
ice, Des Moines, lowa, attempted 
to centralize the displays of the 





POWER TOOLS were demonstrated in 
one of the booths in Ashton’s Alley. 
Here L. R. Schrader, right, of the 
Black & Decker Co., demonstrates a 
versatile sanding attachment to retail 


lumbermen Paul H. Jones, Marengo, 
Iowa, and Carl Walker, Eddyville, 
Iowa. 
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products he distributed in one sec- 
tion, but convention display areas 
available weren't adapted to this 
type promotion. 

Dealers who wanted information 
about specific products Ashton dis- 
tributed had to visit scattered 
booths in the display area. With 
“Ashton Alley,” the dealer can get 
information about the firm’s lines 
in a few minutes. Besides manu- 
facturers representatives, Ashton 
salesmen are on hand. Ashton 
salesmen also benefit by speaking 
to the manufacturers men and get- 
ting information about the various 
products. 

“Ashton Alley” is convenient 
for both the manufacturer and the 
dealer as a headquarters to get full 
information about products in a 
hurry. 


Detroit's Midwest Plywood 
Adds Two Ohio Branches 


Midwest Plywood Co., Detroit 
plywood distributor and importer, 
is expanding its operations to 
serve retail dealers in Michigan, 
Ohio, Indiana, Kentucky, West Vir- 
ginia and western Pennsylvania. 

A new branch office and ware- 
house has been opened at Dayton, 
Ohio, under the supervision of Sam 
Ferguson. A second branch office 
and warehouse has been opened at 
Toledo, Ohio, under the manage- 
ment of Norman Bazell. 

These two moves are part of a 
long-range plan by the firm to 
serve its territory with greater 
efficiency and speed. 








infsliding door 
hardware 
... for years 


Sliding door hardware is no sideline 
with us. It’s our entire business! Con- 
centration on design and production 
enable us to give you the best hard- 
ware at a low price. Builders say they 
can’t miss with Kennatrack, Goes up 
easy, works easy, and lasts a lifetime, 
Reason enough why Kennatrack stays 
in the lead as America’s largest exclu- 
sive manufacturer! 


Kennatrac 


SLIDING DOOR 
HARDWARE 









FREE! 


Invaluable, because it 
takes the guesswork 
out of selecting the 
right hardware for 
the job. 


Kennatrack Corp 
Elkhart, Indiana 


Please send free BUYER'S GUIDE to: 


NAME 
ADDRESS 


a on 
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THE LUMBER MARKET 


Abnormal Demand 
Jumping All Prices 


SEATTLE—The market is firm- 
ing with many items already bring- 
ing higher prices. There is much 
talk of the difficulty of getting lum- 
ber due to the heavy buying since 
the middle of December and the 
late cold spring. Transits are gob- 
bled up. B and better and C grades 
of vertical grain flooring are $10 
higher while green boards and di- 
mension have advanced $4 and $5. 
Dry hemlock dimension is follow- 
ing fir with a rise of $3. 

Red cedar shingles are rather 
scarce. No. 2 and 8 Royals are 
quoted 50¢ higher but can hardly 
be bought. Number 1 Perfections 
are in very heavy demand and have 
advanced 25¢. There is a shortage 
of shingles in British Columbia. 

Prices are steady and strong at 
the cedar siding mills. Some mills 
still want 60 days to fill orders. 
Finish is quoted about $25 higher. 

Air dried stocks of pine and 
spruce are late coming into the 
market due to bad weather which 
has slowed drying. Mills with dry 
kilns dominate the market. Prices 
are unchanged except for No. 3 
Ponderosa common which has ad- 
vanced $2 and No. 4 which is up $3. 
Spruce 2 ates are unchanged and 
firm. wood has advanced to a 
$85 i $90 base. Export freight 
rates continue high. Tenders for 
30 million feet of lumber for Korea 
will be opened shortly. 


Market Stable, but Slow 
In Baltimore Region 


BALTIMORE — The southern 
ine market, although maintain- 

ing its stability, has evinced con- 
siderably less activity here over 
the past two weeks than has pre- 
viously been the case. Yard op- 
erators are at a loss to explain 
this, as their predictions had been 
that this market would show a 
noticeable increase as the weather 
got better, 

Buying is reported as spotty and 
selective; but despite this, opti- 
mism is still prevalent among 
wholesalers in this area. 

Complaints that a number of 
mills are selling southern pine di- 
rect to retailers and contractors 
are being heard once again. This 
situation has apparently been ag- 
gravated by increased construction 
which has resulted from continued 
good weather in this locale. It is 
quite possible that this factor is 
contributing to the decreased ac- 
tivity in the southern pine market. 

Fir is continuing strong with no 
noticeable changes over the past 
15 days. There is still a definite 
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shortage of this lumber, however. 
Dealers attribute this mainly to a 
shortage at the mills themselves. 

The hardwood market is show- 
ing increased activity here follow- 
ing a flurry of construction due to 
improved weather conditions. Oak, 
maple, poplar, and walnut are the 
most popular hardwoods because 
of their increased usage in home 
construction, which is at a peak 
here. Buying, although brisker 
than it was a month ago, is never- 
theless selective even in these lum- 
bers. 

Oak flooring is in exceptionally 
high demand, and wholesalers re- 
port that demand far exceeds pro- 
duction at this time. Select red oak 
flooring appeared to be the most 
difficult to procure, and several 
yard o psa reported that they 
are still unable to purchase this 
lumber in any quantity. Pricewise, 
there has been very little change. 


Heavy Rains Increase 
Scarcity of Lumber 


SAN FRANCISCO—Lumber re- 
mains very scarce throughout the 
northern california area, with the 
majority of the mills either run- 
ning at an extraordinarily slow 
rate or down completely on ac- 
count of heavy rain storms. 

This situation is true not only of 
California, but of the Oregon area 
as well and industry spokesmen 
are frankly worried about mony 
conditions for the coming mont 

In the larger communities of 
northern california every seg- 
ment of the industry is “busier 
than the traditional bird dog” with 
wholesalers tending to hide when 
the phone rings. 

No lumber is available for 
enn shipment and no fir has 

en available for the past two 
weeks. With the market so firm 
o—- have been no price changes 
at all. 





New Grading Rules 
For White Fir Shop 


New rules for the grading of 
5/4 and thicker white fir shop 
lumber, when intended for use in 
flush-type doors covered with ve- 
neer, have been announced by the 
Western Pine Association. 

The rules are effective imme- 
diately, and were announced in a 
supplement to the association's 
Standard Grading Rules. The new 
rules admit the same size cuttings 
and same wb ay gy wong of cuttings 
as required in the various grades 
of pine shop. In addition, admis- 
sible defects for No. 1 and No. 2 
cuttings are also listed. 
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Market in Good Shape 
In Tacoma Region 


TACOMA—tThere is consider- 
able demand, prices are firm, sup- 
plies are adequate and the lumber 
market generally is in a satisfac- 
tory condition. 

Some of the independent opera- 
tors, lacking regular, substantial 
sources of log supply, are experi- 
encing difficulty in finding sup- 
plies, a situation, however, that is 
not too unusual under normal con- 
ditions. 

In some areas, high winds and 
adverse weather conditions have 
curtailed log production, but this 
is only temporary. The larger com- 
panies and those with established 
log supplies so far have not been 
seriously affected and do not seem 
to be disturbed over the situation. 

Peter R. Giovine, acting state 
employment security commission- 
er, says that unspring-like weather 
during early April has stymied out- 
door industries such as logging and 
construction. However, he pre- 
dicts a quick recovery, with re- 
newed logging activity and says, 
“the outlook for 1955 remains ex- 
ceptionally favorable.” 


Lumber Nationally 


Lumber shipments of 519 mills 
reporting to the National Lumber 
Trade Barometer were 12.7% above 
production for the week ended April 
23. In the same week new orders of 
these mills were 17.6% above pro- 
duction. Unfilled orders of the re- 
porting mills amounted to 48% of 
stocks. For the reporting softwood 
mills unfilled orders were equivalent 
to 24 days’ production at the current 
rate, and gross stocks were equiva- 
lent to 46 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.1% above production, new orders 
were 5.5% above production. 


Western Pine 


For the week ending April 23, 113 
mills reporting, production was 
77,579,000 feet, shipments 80,508,- 
000 feet and orders 87,863,000 feet. 
Shipments were 3.8% and orders 
were 13.3% above production for 
the week. Orders were 9.1% above 
shipments. 


Southern Pine 


For the week ending April 23, 
136 mills reporting, production to- 
taled 22,063,000, shipments were 
20,529,000 and orders were 21,379,- 
000 feet. 

Shipments were 6.95% and or- 
ders were 3.1% below production 
for the week. Orders were 4.1% 
above shipments. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 


nd f mill pri + press time and should not be considered as current on the day 
the pane aly | vue The apices should be useful in following market trends and as @ 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B@éBtr. . C QD 

36 | snes nhenanen 170.00 160.00 105.00 
Flat Grain Pleering 

1546  Wiébctesab eee $660.0 90.00 

1x6. ios ..»-165.00 160.00 120.00 


Drop Siding 


1x6 (Pat. #106) 160.00 155.00 110.00 

1x6 (Pat. #116) 160.00 155.00 110.00 
Ceiling 

SExE ...0+e+e00-185.00 13000 75.00 


ix4 -115.00 110.00 75.00 


Boards and shiplap and 2” (Green) 
13 


1x8 1x10 1x12 
Me. Bcanrdiic 71.00 74.00 72.00 78.00 
No, 2 . 66.00 68.00 68.00 73.00 
No. 3 61.00 61.00 61.00 66.00 

No. 1 Dimension 
12’ 14’ 16° 18’ 20’ 

2x 4 84.00 84.00 86.00 83.00 83.00 
2x 6 83.00 86.00 82.00 83.00 86.00 
2x 8 85.00 84.00 8200 83.00 82.00 
2x10 83.00 85.00 88.00 83.00 83.00 


2x12 83.00 81.00 81.00 83.00 83.00 


No. 2 Dimension 


2x 4 80.00 80.00 82.00 97.00 79.00 
2x 6 79.00 82.00 78.00 82.00 79.00 
2x 8 81.00 79.00 79.00 79.00 79.00 


2x10 79.00 81.00 79.00 79.00 79.00 
2x12 79.00 77.00 77.00 79.00 79.00 


No. 3 Dimension r/!I only 
Typ 


9 


BE © covscvoves he vvieieee - 64.00 
2x 6 e¥ee ; .. 61.00 
2x 8 ; ver -» 58.00 
2x10 .. Cevecvveccesoedes 49.00 
2x12 48.00 
(Add $15.00 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/3 15.50 
No. 2 24” 4/2 9.50 
No. 3 24” 4/2 5.50 
Perfections 
No. 1 18” 5/2% 12.25 
No. 2 18” 2% 6.75 
No. 3 18” 5/2% 4.50- 4.75 
XXXXX 
No. 1 16” 5/2 10.50-10.75 
No, 2 16” 5/2 6.25- 6.75 
No. 3 16” 5/2 4.50- 4.75 





WESTERN RED CEDAR 


Prices for Western Red cedar siding 
in mixed cars, new bundling, S to 14’ 
are: 

Beveled Siding, % inch 
Clear “ae bad | od 
% by 4 inch....100.00 95.00 50.00 
by 6 inch.... 80.00 77.00 50.00 
by 6 inch....120.00 115.00 100.00 
by 8 inch....150.00 145.00 105.00 
Clear Bungalow Siding, % inch 


Boh. ov vdbes es 180.00 175.00 140.00 
é. aay 205.00 200.00 170.00 
3B SD i cenchcue 220.00 215.00 165.00 


Finish, BR and Btr, $2 or 48, 
# to 10 or Rougk 


oR Peepers: ° vin werent . 260.00 
1x10 as Ag . 270.00 
ee vd : 290.00 
Ceiling of Flooring, B and itr, 
2 to 10 or Longer 
B&Btr Cc D 
TE wee nba otaeas 136.00 126.00 100.00 
wn Nescodeneast 135.00 125.00 100.00 


Discount on mouldings, 6’ to 20’ odd 
lengths. 


Series 8,000 
Listing under 4.06—list plus 36% 
Listing 4.00 and over—liiat plus 35% 


Clear Lattice, 6/1@ x 1%"—3' to 18 
100 lin. ft 
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WESTERN PINES 


Vonderosa Pine 
5/4 RW 
Selects 


and 
82 or 48 4/4 RW 6/4 RW 8/4 RW 
C&Btr. RL 60.00 265.00 270.00 
Shop, 828 


No.1 No.2 
G/E vase cecsees uae se ven 142.00 110.00 
C/E ccosvvods a are 142.00 110.00 
Commons, 82 or 45 
B&Btr. No. 3 No. 4 
ix 8 RL ....112.00 74.00 67.00 
ixl2 RL ....120.00 74.00 67.00 
idahe White Pine 
Selects 82 or 48 
ix4 ix6§6=6.ix8)=s 1x10 
C&Btr. RL .270.00 270.00 270.00 276.00 
> Weer csveece 230.00 230.00 230.00 245.00 


Commons, $2 or 48 
o.1 No. 2 No.3 
1K 6 .ccueeeeee-157.00 146.00 100.00 
SRD ecccvese -»-186.00 151.00 100,00 
Sugar Pine Seleets 82 or 48 


4RW + RW 6/4RW 
nam. RL.. rat] 80.00 285.00 


C Ry .ccces 260. 276.00 280.00 

D Bke cocess 230.00 245.00 245.00 
Shop, $28 

No. 1 No. 2 No. 3 

5/4 cceseccs ++++152.00 122.00 80.00 

6/4 coveveece ++++162.00 122.00 80.00 





OAK FLOORING 


Clear Pin 4x2% Mx1l% 
Wie ..0.950c0cmees- es 195.00 165.00 
a eee bo . 200.00 175.00 

Sel Pinain 
Co ee 185.00 170.00 
ee So aa 190,00 175.00 

#1 Com, 

WH tied oc ccvede . - 165.00 155.00 
ee ee ey: . 167.00 150.00 

#1 Com, & Bir, Shorts 
o Waerrr yy rrriry: err 127.00 90.00 

#2 Com. Shorts 
RU 6600s wee b bee 00. 87.00 70.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc D 
ix4 Heart ......260.00 236.00 200.00 


Flat Grain Flooring 


AGA: o cancee tees 170.00 160.00 125.00 
SEE. cave cosuetse 176.00 165.00 125.00 
Drop Siding 
1x6 #106 ....... 191.00 170.00 140,00 
BBO Wale coccces 191.00 170.00 140.00 
Boards & stiplep 
x6 1x8 1x10 1x12 
No, 1 
Grade) ..140.00 140.00 145.00 178.00 
iO, di owe otis 84.00 80.00 87.00 98.00 
MO. Boo ceses 70.00 78.00 76.00 76.00 
No. 1 Dimension (Dense) 
2 d 16’ 18’ 20 
2x 4 102.00 102.00 105.00 115.00 120.00 
2x 6 103.00 107.00 105.00 115.00 120.00 
2x 8 103.00 103.00 101.00 111.00 116.00 
2x10 116.00 116.00 116.00 129.00 134.00 
2x12 132.00 1232.00 132.00 142.00 147.00 


No, 2 Dimension (Dense) 


2x 4 94.00 94,00 97.00 107.00 112 
2x 6 $91.00 94.00 91.00 101.00 106. 
2x 8 94.00 92.00 89.00 99.00 104.00 
2x10 95.00 99.00 95.00 110.00 116 
2x12 91.00 91.00 91.00 115.00 120 


No, 3 R/L Only 


ae SD Pesitceeinbues coenesdvadews 76.00 
SE Eh demic bMOWEEED 0c 0 e's 00 v0 eevee 68.00 
OR TP a Gee rots 68.00 
DE tnlhn bah aties 6 ya keuedee daa 64.00 
CGM (Wheel éasiddsbineccchesdeéocs 61.00 


All prices based on kiln dried stock. 





REDWOOD 


Bevel Siding 


x 4 V.G. Clear All Heart..... 95.00 
x 6 V.G. Clear All Heart..... 122.50 
x 8 V.G. Clear All Heart..... 146.00 
%x 6 V.G. Clear All Heart..... 122.50 
x 8 V.G, Clear All Heart..... 150.00 
x10 V.G. Clear All Heart..... 165.00 
x 6 V.G. Clear All HMeart..... 159.50 
x 8 V.G. Clear All Heart..... 186.50 
x10 V.G. Clear All Heart..... 212.50 
x12 V.G, Clear All Heart..... 224.00 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and & In above 
sizes, 


Anene Siding 


1x10 V.G. Clear All Heart...... 245.00 
1x12 V.G. Clear All Heart.....,. 260.00 
Note: Deduct $15.00 for A Grade, 


Finish 
Ix 4 Clear Heart S48..........+. 170.00 
ix 6 Clear Heart S48........... 195.00 
Ix 8 Clear Heart S848........+... 212.50 
1x10 Clear Heart S48........... 225.00 
1x12 Clear Heart S48S........... 240.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 
1X4 cc ceneevee+ 160.00 146.00 90,00 


Fiat Grain Flooring 


BBA. ccnsccssase 186.00 130.00 86.00 
BED Vi de ov ce chee 160.00 166.00 106.00 
Drop Siding 
1x6 (Pat #1)06.160.00 146.00 100.00 
1x6 (Pat, #116).160.00 146.00 96,00 
Celling 
ee Te +++-120.00 116.00 75.00 
WO vecveccoers 120.00 115.00 176,00 
Hoards and Shipinp and 
(Dry) 
1x6) = x8 1x10 31x12 
SS err 74.00 76.00 76.00 78.00 
ie, BD veepces 67.00 69.00 67.00 72.00 
WO. DB svcvece 60.00 62.00 62.00 61.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.00 82.00 81.00 81,00 


2x 6 81.00 81.00 81.00 81.00 81,00 
2x 8 81.00 81.00 81.00 81.00 81.00 
2x10 81.00 81.00 81.00 81.00 81.00 
2x12 81.00 81.00 81.00 81.00 81,00 
No, 2 Dimension 
2x 4 77.00 77.00 78.00 77.00 77.00 
2x 6 77.00 77.00 77.00 77.00 177,00 
2x 8 77.00 76.00 74.00 74.00 79,00 
2x10 76.00 177.00 75.00 174.00 79.00 
2x12 74.00 74.00 75.00 76.00 79.00 
No. 3 Dimension r/! only 
ei} oes 00 06 neta eds Oot hee 63.00 
2x 6 , 60,00 
B.D vconeses¥apennebe sos0s oxtne 58.00 
BRED scvecrrccs tiv rehwelatenee on 56.00 
ORES 9s dv bess i000 8s eben erenert 56.00 





ENGELMANN SPRUCE 


Boards and Shipliap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 1056.00 
No, 3&Btr 69.00 71.00 7000 71.00 


No. 1 Dimension (alr dried) 
12’ 14’ 16’ 18’ 20’ 
a 


2x 4 75.00 75.00 75.00 75.00 75.00 
2x 6 76.00 76.00 75.00 77.00 177.00 
2x 8 77.00 77.00 76.00 75.00 75.90 
2x10 75.00 77.00 75.00 75.00 175.00 
2x12 76.00 76.00 76.00 77.00 77.40 


No. 2 Dimension 


2x 4 70.00 70.00 70.00 70,00 170 

2x 6 70.00 70.00 70.00 72.00 72.00 
2x 8 172.00 72.00 70.00 70.00 170.00 
2x10 70.00 72.00 70.00 70.00 170,00 
2x12 70.00 70.00 70.00 72.00 172.00 


Mille are now grading boards No, 2 


and 3 common. Mille do not grade out 
No, 3 dimension as in fir. 
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HOMECRAFT TOOLS 


We don’t have to tell you about the 
TREMENDOUS do-it-yourself boom 
that's sweeping the nation. But what 
you may not know is that unless you're 
selling MALL TOOLS, you're throwing 
away dollars every day .. . dollars that 
could be yours through MALL’S high- 

rofit, FACTORY -TO-YOU dealer plan. 

here are extra dollars too in all the 
repeat business that goes hand in hand 
with MALL’s COMPLETE line of tools 
and attachments 











1000 & 1 Drill Kit 
-». One of many verse- 
tite kits in the MALL 
line. $37.95 


Model 1498 Drill 

. powers dozens of 
MALL attachments. 
Many more drills in the 
line. $23.95 


Medei 7!) Saw 

. « one of the mow 
popular models in the 
exclusive MALL line 
$54.95 

Phone or write our Chicago home office or the 
MALL service warehouse nearest you (36 coast 


to coast) and learn how you can make more 
money with MALL 


| port | 

| MALL TOOL CO. 25zana taaaR eos 
7734 $. Chicago Ave., Chicago 19, Illinois 

| Gentlemen: How can | become an authorized 


| MALL dealer? 
Name 

| Company 

| Address et 
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New Awning-Type Window 


Ludman announces a modern Hous- 
ing Window easy to install yet priced 
within the reach of every builder. 
Vinyl weatherstripped throughout 
with center underscreen roto-operator 
to make it easy to operate, and with 
substantial sections. Units can be used 
separately or stacked in multiples to 
form window ribbons or window pan- 
els. Ludman Corp., Dept. AL, P.O. 
Box 4541, Miami, Fila. 
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Fiberglass Umbrella 

Virginia 
have announced what they believe to 
be the first manufactured fiberglass 


Awning Manufacturers 


umbrella. The translucent fiberglass 
material is firmly attached to a tubu- 
lar aluminum frame. A swivel con- 
nection at the base of the umbrella 
allows it to be tilted at any angle. The 
umbrella may be purchased with or 
without patio table, and is available 
in any combination of blue, green, red, 


nea and white. Virginia Awning 


anufacturers, Inc., Dept. AL, P. O. 
Box 621, Richmond, Va. 
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New Vinyl Tile 


A new resilient vinyl asbestos tile, 
KenF lex Carnival, in decorator colors 
mottled in contrasting hues, is an- 
nounced by Kentile. KenFlex Carnival 
is available in 9” x 9” size, standard 
gauge thickness, precision-cut tiles, 
and is said to be easy and quick to in- 
stall. It is priced the same as KenF lex 


ODUCTS 


viny! asbestos tile. Kentile, Inc., Dept. 
AL, 58 Second Ave., Brooklyn, N 
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New Recessed Clamp 

An ingeniously designed clamp is 
claimed to make it simple to install 
recessed bathroom fixtures in finished 
walls without the necessity of cutting 
large holes to install backing. The re- 
cessed clamp is made of heavy gal- 
vanized metal and snaps into place 
readily in a 5%” x 5%” opening in a 
wall of any ordinary thickness. It is 
said to work equally well in plaster, 
gypsum board, wood or plastic wall 
materials. The clamp may be used 
with standard horizontal or vertical re- 
cessed metal fixtures. Lesco Mfg. Co., 
Dept. AL, Box 772, Kansas City, Kan. 


For more data circle No. 4 on coupon, p. 118 
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New Rigid Steel Tape 


A new steel ney | tape that can 
be used by one man alone at its full 
length of either 16’ or 20’ without 
bending or twisting is announced. 
Curved for rigidity, the manufacturer 
believes that because of this feature 
the new product will have tremendous 
appeal for the man who works on floor 
coverings. The new Wyteface Rigitape 
retails for $3.95 for the 16’ length, or 
$4.95 for the 20’ length. Keuffel & 
Esser Co., Dept. AL, Third & Adams 
St., Hoboken, N. J. 


For more data circle No. 5 on coupon, p. 118 
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Free Tool Bench 


Syncro announces a special intro- 
ductory offer to dealers on its new 
No. 2500 Tilting Arbor Jig Saw. Syncro 
will include free one No. 1595 steel 
tool bench with each order for two 
No. 2500 tilting arbor jig saws and one 
No. 1594 work light. In addition, Syn- 
cro will pay all the freight. Deal is 
limited to one per store. Syncro Corp., 
Dept AL, Oxford, Mich. 


For more data circle No. 6 on coupon, p. 118 
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The Gilardino 


The Gilardino is claimed to be the 
first new innovation for the carpenter’s 
saw horse. The manufacturer an- 
nounces this tool and one (1) saw 
horse provides all the assistance in 
sawing and planing lumber that could 
be obtained by using two (2) saw 
horses, a bench, vise, square, saw 


gauge, 45° mitre box and multiple saw- 
ing gauge. Can be attached to any saw 
horse. W. I. Stearns Co., Dept. AL, 
Arlington, Vt. 
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Model 9 Attic Fan 


Designed and built for heavy-duty 
applications under severe conditions, 
the Model Q attic fan, with 30” di- 
ameter blades, offers an air-moving 
capacity higher than that of a typical 
42” diameter belt-driven fan, an- 
nounces Ilg. It is direct-connected for 
quieter operation and has a self-cooled 
motor with life-time lubricated bear- 
ings. Ilg Electrical Ventilating Co., 
see, BE 2850 N. Pulaski Rd., Chicago 
4l, . 
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NOW The Only 


COMPLETE LINE 
of Tapes, Rules and 


Tape Rules from one 
manufacturer .. . 








Completely illustrated and de- 
scribed in one all-new fully illus- 
trated 160 page catalog. 


SURING TAPES 
MEA RULES 


RULES and TAPE 


a 104 


ee 


b 
now, 
a) 


te LUFKIN AULE UY 





You'll find it a valuable reference 
on all types of tapes, tape rules, 
and rules. Send for your Free 





Copy Today. 
| i 

Order Feoenetieneiillliadiandiaedinetedindtantentiadadiententententententaedtententeeentand -~-- 
[UEKIN THE LUFKIN RULE COMPANY, Saginaw, Michigan 
TAPES ; Please send me a copy of your new Tape and 

RULES 1 Rule Catalog No. 104, 

PRECISION | 

TOOLS : NAME. eet ae ate 
From Your | 

Hardware | ADDRESS at = viilianhate 
Wholesaler : Sr ee Mahdi 
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Anchors| 


The most practical and 
economical earth anchor 
for erecting and rein- 
forcing: 

« FENCE CORNERS 

« GATE POSTS 

« GRAIN BINS 

e CORN CRIBS 

e TV ANTENNA 

« TENTS 

« BOAT DOCKS 

e HAY STACKING TRACKS 
e CLOTHES LINE POSTS 

« LARGE TREES 


o Other guying, straight- 
ening, tightening and 
anchoring jobs. 


Vlow iw 3 sizes 


Locally and Nationally 
Write for catalog and information 








Dealers! Dealer Groups! 


yard personnel 
+ for contractors 
+ for architects 
- for housewarming 


- for any special occasion 


DOUGLAS FIR PLYWOOD ASSOCIATION 
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Klip-Bilt Steel Shelving 


Fastest installation of any high- 
strength storage shelving is claimed 
to be provided by the new Klip-Bilt 
boltless steel shelving. All fastening 
is with simple clips. No tools or special 
skills are needed. Clips can be readily 
removed to permit easy rearrange- 
ment or disassembly of shelving. To 
assure maximum carrying load, shelf 
flange corners are held tight against 
T-Posts at point of support. Manufac- 
tured in a complete range of standard 
sizes and parts. Frick-Gallagher Mfg. 
Co., Dept. AL, Wellston, Ohio. 
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Aluminum Slide Windows 


The Metco window is another addi- 
tion to the Metal Art line of products. 
All sash and frame sections are fabri- 
cated from extruded aluminum. This 
window incorporates an integral nail- 
ing flange which simplifies installa- 
tion. Comes as a package unit, without 
additional hardware to attach and is 
available either with factory vinyl 
glazing or for glazing in the field. 
Metal Arts Manufacturing Co., Inc. 
Dept. AL, P. O. Box 4144, Atlanta, Ga. 


Vor more data circle No. 10 on coupon, p. 118 


New Wallpaper Paste 


An improvement over cellulose type 
wallpaper pastes is claimed by Hayes 
Adhesives, who are introducing their 
Solutax Wallpaper Paste. Solutax is 
described as a specially treated, drum- 
dried cold water soluble starch prod- 
uct. The powder is said to dispense 
readily in cold water without lumping 
and is ready for use in five minutes. 
The colorful newly designed package 
contains eight ounces of Solutax 
enough to cover walls and ceilings of 
the average room. Hayes Adhesives 
Co., Dept. AL, Union Blvd, at Brown 
Ave., St. Louis 15, Mo. 
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Morell Air Vents 


Morell Air Vents are claimed to stop 
moisture paint failures. They are said 
to dry the moisture as it forms with 
the air, and also release heat pressure 
to guarantee a dry innerspace. Morell 
Air Vents announce they have the only 
dome cap vent that is invisible at a 
short distance. They are made of heavy 
one piece die cast aluminum. They lock 
permanently, lose no heat and are pre- 
pared for painting. Morell Air Vents, 
Dept. AL, 1041 Carlyon Rd., Cleveland 
12, Ohio. 
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Utility Cabinet 


Ideal announces a new cabinet which 
hands you a linen towel. The new 
utility cabinet is constructed in such a 
way that the towel bar swings up and 
clips into a secure position underneath 
the cabinet when not in use, and hangs 
below the cabinet when in use for hold- 
ing linen towels. This towel bar is also 
removable so that roll towels can be 
used. Ideal Cabinet Corp., Dept. AL, 
5036 W. Lake St., Chicago 44, Ill. 


For more data cirele No. 13 on coupon, p. 118 
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Doweloc 


To produce a plank one foot wide 
consisting of 14 hardwood edge grain 
strips, a steel spiral drive dowel 11%” 
long is pushed, under 3,000 pounds 
hydraulic pressure, through a pre- 
bored hole through all components, or 
strips, to the pitch diameter of the 
drive dowel. This permits fabricating 
a plank called Doweloc in any length 
from 6’ to 60’. Doweloc comes in five 
species of hardwood; namely, oak, 
hickory, beech, birch and maple. Edge 
Grain Timber Products, Inc., Dept. AL, 
een Bank Bldg., Columbus 15, 
Ohio. 
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The El Dorette 


Newest addition to the How-ell-dor 
line of garage doors is the El Dorette. 
This new five-section, three-panel 
garage door blends equally well with 
modern or traditional architecture. For 
full visibility, the entire width of the 
next-to-top section is open for glazing. 
Center panels are three feet wide, 
flanked on each side by two-foot panels. 
Overall width is eight feet, and the 
El Dorette is available in two heights 

-6'6” and 7’0”, Howell Mfg. Co., Dept. 
AL, Paoli, Penna. 


For more data circle No. 15 on coupen, p. 118 


Customer Dragnet 


A sales plan has been developed by 
Colorizer Associates which is said to 
literally bring customers into the store 
with cash in hand. The Colorizer sys- 
tem enables you to sell 1,322 colors in 
odorless alkyd-base flat wall enamel, 
semi-gloss, enamel, house paint — all 
major interior and exterior finishes 
with a small stock. Colorizer Asso- 
ciates, Dept. AL, 347 N. Western Ave., 
Chicago, Il. 
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Panic Proof Exit Device 


An entirely new concept of latch bolt 
action is claimed to be the heart of the 
Quick Exit panic bolts. A touch of the 
cross-bar releases the locking mech- 
anism and allows the latch bolt to 
collapse—or pivot—freely back into 
the lock case as the door is pushed. 
The bolt does not retract! And the de- 
vice cannot bind, because the rounded, 
pivoting bolt offers no resistance 
against the strike. Sargent & Co., Dept. 


AL, New Haven 9, Conn. 
For more data circle No, 17 on coupon, p. 118 


Multiple-Vent Wall Fan 


This all-aluminum, weather-proof 
fan unit mounts on wall outside home 
and connects to interior grilles with 
standard seven-inch round ductwork. 
Pulls from one, two or three intakes. 
Only 7%” grille opening required in 
wall or ceiling. Ideal for remodeling 
as well as new construction. 800 cfm 
capacity. Three-speed operation. 
Sealed motor and fan unit. Self-clean- 
ing blades. Stewart Industries, Inc., 
Dept. AL, 318-X East St. Joseph St., 


Indianapolis 2, Ind. 
For more data circle No, 18 on coupon, p. 118 


(continued on next page) 


What's Your Answer? 


Here’s a quick and easy way to check your retention of the infor- 


mation contained in this issue. 


The questions cover both editorial 


features and manufacturers’ advertising. For the answers, see 


page 106. 


What's Your Score? 9 or 10 correct: Excelient! 


7 or 8: Good. 5 or 6: Fair. 


1. List two of the five points dealers are utilizing in their pro- 
grams to recapture kitchen remodeling business. 


2. Who makes windows with the Liftlox window balance? 


3. According to Art Hood’s editorial, what percentage of net 
sales should be devoted to officers’ salaries? 


4. What is Koylon Foam? 


5. What is the United States Gypsum Company’s unit lift? 


6. Colorbestos 
shingles? 


7. Who is Paul T. Haagen? 
8 Who makes Handi-Calk? 


is the trade name for what firm’s asbestos 


9. According to “Your Profit Making Forum,” how much will be 
spent by the American public on lawn and garden supplies this 


year? 


10. Where can you get earth anchors? 


BuILpING Propucts MERCHANDISER 
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These automatic tackers save you time, 
money, and energy. One hand does the 
job. Staples are driven securely as fast 
@s you operate tacker. Let Duo-Fast Tackers 
do your work for you. 

Free Service. You'll like the Duo-Fast Free 
Maintenance Service available to all Duo- 
Fost users. 


Rent ‘em — Loan ‘em — Sell ‘em 
Write today for the Duo-Fast Story. 


FASTENER CORPORATION 
860 Fletcher — Chicago 14 








SCREEN 
Rollers 


Convex Face 








Stondard 2” die. x 
/\6" face 

Primarily used the screen- 
ing into the . Can be 
supplied with 3/32” rounded edge. 
Concave Face 





103 











NEW PRODUCTS 
(begins on page 100) 





Wood-Metal Cabinets 

All Wood-Metal cabinets, available 
in contemporary or colonial designs, 
are offered in 12 standard enameled 
colors and eight natural wood finishes, 
or can be custom color matched, Cabi- 
nets can be two-toned; for example, 
white frame, green doors and green 
interior; or a natural wood exterior 
and enamelled interior. In addition, a 
wide variety of cabinet sizes, modern 
labor saving accessories, hardware and 
counter tops are available. Wood- 
Metal Industries, Dept. AL, 101 Park 
Ave., New York, N. Y. 
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the really 


_ y NEW PROFIT 
OPPORTUNITY 


IN BUILDING SUPPLY 


4 a 


| 


Powerful 
Self-merchandising 
Packaging! 
You'll find this the 
most dynamic point- 
of sale merchan. 
diser on your floor. 
Smart, modern 
stand holds assort 
ment of thresh 
olds to fill every 
need. Product 

is packaged in 
three-color 
carton, complete 
with installe 
tion instructions 





ALUMINUM 
MeesSsnmOLDvs 








Exciting enthusiastic builder and home- 
owner acceptance wherever they are 
shown! Wells thresholds are an important 
new development in the modern home- 
building trend... they’re packed with 
down-to-earth selling features, offer you 
one of the truly exceptional profit 
opportunities in the building supply field. 


DESIGNED FOR EVERY APPLICATION 


Wustrated below are cross-sections of seven Wells life- 
time aluminum thresholds ...a size and style for every 
requirement in new building or replacement. 


ee, ee a ee 
—TIn tn, =~ 


MAIL COUPON to DEPT. 1, for LITERATURE and PRICES! 


4 a a 


ALUMINUM PR‘(¢ 
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Gentlemen: Please rush complete information on the 
new Wells line of aluminum thresholds.| am a () builder 
C building supply decier. 

NAME 

ADDRESS 


city STATE 





May 16, 
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Ventwood Awning Brackets 


To make a Ventwood awning, simply 
fasten the brackets to the window 
casing, then attach %” x 6” siding to 
the brackets, paint or stain to harmon- 
ize with the house, and the job is com- 
pleted. Ventwood awning brackets 
come equipped with all necessary 
screw and bolts needed for installation. 
McLeete Co., Dept. AL, 307 North 


Stone Ave., LaGrange Park, Ill. 
For more data circle No. 20 on coupon, p. 118 





Patio Picnic Table 


A picnic table is available designed 
for patio living in four and six-foot 
models. One-inch O.D. 16-gauge tubu- 
lar steel frame is dipped in black 
enamel, Benches and table are of 2” x 
6” redwood. Slides like a sled, without 
ruining lawn. No lifting to move. 
Packs flat for storage. Easily as- 
sembles or disassembles with nuts and 
bolts for storing or transporting. Prior 
Wood Products, Inc., Dept. AL, P. O. 
Box 7608, Dallas 10, Texas. 
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Rental Floor Sander 


A new Clarke rental floor sander, 
the model DU-8, has been announced. 
This new machine is said to be easy to 
operate, light in weight for ready 
portability and fits readily into any 
car. The handle, in addition to being 
adjustable to the height of the opera- 
tor, is detachable to facilitate carrying. 
Drum is covered with rubber, tougher 
than truck tire tread stock. Cable is 
permanently attached to handle. Clarke 
Sanding Machine Co., Dept. PB-AL, 
30 E. Clay Ave., Muskegon, Mich. 


For more data circle No. 22 on coupon, p. 118 


New Lawn Sprinkler System 

A new Mist-o-Matic underground 
lawn sprinkler system kit is packed 
in a display box and provides 80 feet 
of flexible plastic pipe and all acces- 
sories required to cover 1,000 square 
feet of lawn area. It includes such fea- 
tures as pop-up sprinkler heads and an 
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, Advertisement 





automatic drain valve. Complete plan- 
ning and installation instructions are 
furnished. Anesite Co., Dept. AL, 3575 
Touhy Ave., Chicago 45, 1h. 


For more data circle No. 23 on coupon, p. 118 





Tools for almost ALL trowel jobs—and they're good as _ when 
Convex Square Tubing they're Goldblatt. (Goldblatt Tool Co., 1944 Walnut, Kansas City 8, Mo.) 

Producing the rounded effect on 
porch canopies and convex aluminum 
awnings is said to have been made 


simpler with pre-formed convex square ; 
tubing. The new tubing is one-inch on ro was o U Ti 
square and is formed from .032 gauge jee 

aluminum. Furnished in 10’ lengths, 
one end of the tubing is formed to a 


e = 
radius of 18”. Pre-formed convex 
square tubing is secured to the upright . 








stanchions or cross members and the 
awning material is fastened to the 
square tubing. Lite-Vent, Inc., Dept. 


Al, 16008 Senaster Be, Dewees, Mich. LOW COST 
EASY TO USE 


DeEVILBISS SPRAY seals lumber ends 


to control drying and reduce checking! 





Send me all the facts 


proc o----------------- 


The DeVilbiss Company, Dept. 516 
Toledo 1, Ohio 


New Carrying Case 


A carrying case for the recently in- 
troduced Yale Keymaster key dupli- 
cating machine is now available. This 
new case makes the compact Yale key 
duplicating machine easily portable to 
any key cutting job. Measuring 8” x 




















| 
| 
| 
| 
10” x 10”, the carrying case and bolted | Nome 
down Keymaster weigh only 15 pounds. ! 
A supply of key a and repair | Street_ 
tools can also be carried within the Even heavy coatings spray | Cit z 
case. Yale & Towne Mfg. Co., Dept. rapidly — cover thoroughly | pute 
AL, Chrysler Bldg., New York 17, N.Y. on rough or smooth surfaces | 
Fer more data circle No. 25 on coupon, p. 118 | State 
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Concrete Anchor Bolt 


A new type concrete anchor bolt is 
available in %” and %” diameters and 
in lengths ranging from 8” to 18” to 
enable a secure anchor under a wide 
variety of conditions. Comes conven- 
iently packaged with nuts and washers 
in cartons of 25. Gary Screw & Bolt 
Div., Dept. AL, 122 8S. Michigan Ave., 
Chicago, IL 
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Rust-tard 


A new dual purpose protective paint 
for metal surfaces called Rust-tard has 
been announced, It gives a two-coat job 
to metal surfaces with just one appli- 
cation, Rust-tard combines zine chrom- 
ate, well known as a proven rust in- 
hibiter, and aluminum pigments. The 
manufacturer claims that Rust-tard 


can be applied over a rusted surface 
with a minimum of preparation. Gar- 


land Co., Dept. AL, 3748 E. 91st, Cleve- 
land 5, Ohio. 
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Auto-Magic 


Auto-Magic will open, close and lock 
your garage door and turn on or off 
the garage light from the comfort of 
the operator’s car, claims the manu- 
facturer. Two models are available. An 
electronic remote -controlled model, 
wherein a small radio transmitter 
mounts under the hood of the car and 
goes into action with the press of a 
button mounted on the dashboard— 
opening or closing the garage door— 
and a push-button or key-switch model, 
which is actuated by a control mounted 
on a gate post, etc., installed along the 
drive. Auto-Magic Div., United States 
Motors Corp., Dept. AL, Oshkosh, Wis. 
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What's Your Answer? 


Solutions to questions 
on page 103. 


1, (1) Maintaining a showroom dis- 
play, (2) using at least one outside 
salesman, (3) keeping an adequate in- 
ventory, (4) p agra and ad- 
vertising and res selling the complete 
kitchen package. The article on kitchen 
sales is on page 22. 

2. R.O.W. Sales Co., whose ad is on 
page 3. 

3. 4%. To learn “what the well-fed 
dealers are eating this spring,” see 
Art’s editorial on page 50. 

4. Foam rubber made by the United 
apnene Rubber Co., whose ad is on page 
13. 


5. Shipping of materials in packaged 
units for individual dealer’s fork lift 
trucks. To learn how U.S.G. helps deal- 
ers with materials handling, see the 
article on page 74. 

6. Colorbestos is the trade name for 
shingles made by Johns-Manville Co. 
The advertisement is on page 39. 

7. Paul T. Haagen is a famous Chi- 
cago architect who designs the current 
American Lumberman house plan 
series. The house plan series appears 
on page 80 in this issue. 

8. The Gibson-Homans Co., whose ad 
is on page 79. 

9. $4 billion. For tips on selling the 
fabulous lawn and garden market, 
read this American Lumberman fea- 
ture on page 82. 

10. From A. B. Chance Co. The ad 
is on page 102. 




















CHEAPER TO INSTALL 


LOWER INITIAL COST 


Now!!! A double-hung aluminum 
window for moderately priced 


dows 


homes! The Metco window is fabricated of sturdy 
aluminum extrusions at a price comparable to 
wood and steel but with the many advantages of 
aluminum. Metco’s design eliminates balances and 
other expensive items, but in operation and per- 
formance it is comparable to higher priced win- 
Both sash ride on pile fabric (Schlegal 


economy in double-hung, windows 


aluminum 











NO SACRIFICE OF QUALITY 


Cloth) weatherstripping. It's wind- and weatherproof, yet per- 
mits both sash to operate with less force than required on 
most windows with balancing mechanism. Besides lower initial 
cost, Metco windows are constructed with an integral nailing 
fin to provide the easiest and most economical installation pos- 
sible, and in most instances eliminating the need for exterior 
trim. Compare this quality window against other windows. See 
for yourself the savings and profits offered by Metco! 


Send for Free Illustrated Catalogs and Prices Today 





All Purpose Double-Hung Alu- 
Aluminum Windows minum Windows 





You'll profit, too, with... 


Bias Mii . 


Horizontal Slide P.O 





106 


(For more date on advertised products {ill in the coupon om page 118) 





DOUBLE-VERTICAL 
SLIDE WINDOWS 


Arts Manufacturing Co 


x 4144 


Theale. Bit 


TX 








Atlanta 
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PROFITS... easy to see with MIA ALT-A-MATICS 


Take a clear look—there’s greater profit in MALT-A-MATIC wood window units. Builders 
know homes sell easier with this modern, double-hung unit. They appreciate Malta 
quality construction and easy installation features at an economy price. 
They know their customers will receive complete satisfaction. Recommend 
the unlimited possibilities of MALT-A-MATIC double-hung 
and MALT-A-MATIC picture window units and 
you'll find .. . profits can be automatic when 
you sell MALT-A-MATIC. See your 
Malta jobber now. 
































Manufacturing Company 


REMOVABLE SASH is more con- 


Att OF 
venient for builder and home buyer. instal- 


lation is easier, faster . . . means greater JANMB LINERS /et you adapt the 

savings. Home buyers love the simplicity of frame to walis of varying thicknesses 

MALT-A-MATIC’s take-out windows . . . lets from 51%” to 442”. Easy-to-remove .. . re- 

them clean the outside inside quire no further working after installation Member Ponderosa Pine Wood- 


work Assn., and N. W. M, A, 
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Draeline “ner 


for doors... 


Sales Tests Prove 

... there is a tremendous oppor- 
tunity for door weatherstripping 
in the Do-It-Yourself market. 
DrafTite is ideal for this purpose. 
It’s a quality-product: made right, 
priced right and packaged right 


for easier sales. 











DrafTite .. . what is it? 


@a new weatherstrip, door seal made by the 
oldest and largest manufacturer of automo- 
tive weatherstripping. 


@a sealtite wool pile fabric rubber-locked 
into aluminum strips. 





@ aluminum strip will not rust or corrode; 
keeps its shape . . . lasts for years. 





DrafTite .. . why customers buy it? 
@ seals doors against penetrating drafts. 


@ pays for itself... cuts fuel bills; keeps cold 
out even on warped or worn doors. 


@ easily and quickly installed. 


@ has professional look when installed. 


Packaged . . . for quick sales 


@ Each envelope package (illustrated on oppo- 
site page) has sufficient material for any stand- 
ard door: 6 lengths 28 inches long... 3 for 
each side of door frame and 2 lengths 18 
inches long for top of door frame; total 17 ft. 
+++ Anyone who can drive @ nail can install DrafTite easily and quickly *Trademerk sad petent pending 








READ THIS... 


University of Minnesota tested DrafTite in a sealed 
chamber where wind velocity was 45.5 mph. Crack 


Proof that DrarTite reduced perimeter around door was %@ of an inch. Yet 


rafTite reduced leakage past the door by nearly 


70%! This scientific proof is a big selling point. 
draft by nearly 70%! 
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Here’s Your Profit Story 


This superior, best quality, easiest-to-install weatherstrip 
is advertised to sell for $2.49 a package retai/. Your cost 


is $1.50... a 40% profit. 


Look! 


for only $1,00 


Mail Coupon 
for One $2.49 


Retail 


Package... 












Droftite . . . self-con- 
tained selling center. 


* 


Draffite . . . package 
tells how to do-it- 
yourself, 


To prove that DrafTite is right in quality, right in (postage paid) for only $1.00. Just fill in and 
price and right for your customers, we want you mail the coupon below: Include check for 


to SEE it...FEEL it.. 


. convince yourself that $1.00, LIMITED TIME OFFER. Clip and mail the 


you can SELL it. So, we will mail you one package coupon right away. 


eS Sw wr eee eee ees ese ee eee ly 


THE STANDARD PRODUCTS CO. 


l Building Products Division | 
j Box 678 «+ Lexington, Ky. | 
Cut Out And Gentlemen: 
Mail This Coupon | | accept your SAMPLE offer. Enclosed is our check for $1.00. Please mail me | 
Get « $2.49 one complete retail package of your DrafTite weatherstripping. 
Toe e 5 | Store Name____ - | 
P 
Braves echage Address___ City - | 
for Only $1.00 | Stote Bae Signature | 
| : Name of your preferred Jobber 1 
J l 
Address of your preferred Jobber KA7e 
ee ee ee ee ee ee ee ee ee ee ee ee ee 
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Tool Merchandiser 


Free to dealers with a small stock 
assortment is this self-service floor 
stand display of basic painting and 
home repair tools. Needing only two 
square feet of floor space and standing 
48” high, the display has natural fin- 
ished wood bins mounted on sturdy 
tubular steel frames. Every tool is 
yriced and described on the display. 

arner Mfg. Co., Dept. AL, 801 16th 
Ave., 8.E., Diseteoeiie 14, Minn. 


For more data circle No. 29 on coupon, p. 118 


Hardboard Display 


A combination selling and merchan- 
dising iy designed to show and 
sell each Forest hardboard product is 
now available. Seven different prod- 
ucts are featured in one size, 2’ x 3’. 
This display also sells larger panels. 
The rack is wrought iron and com- 
poe filled, it measures 11” x 3’. A 

ve-color sign made of Forest hard- 
board attracts the eye. The rack. sign 
and samples come cartoned. Forest 
Fiber Products Co., Dept. AL, Box 
68-1, Forest Grove, Ore. 

Por more data circle No. 30 on coupon, p. 118 





Literature Display Rack 


Now available free of charge to 
dealers is a Sisalkraft literature dis- 
play rack, approximately 19” x 13”, in 
three colors. Pockets are available for 
samples and folders (also aepent)- 
Made of rigid board with easel—also 
punched for hanging. American Sisal- 
kraft Corp., Dept. AL, Attleboro, 
Mass. 

For more data cirele Ne, 31 on coupon, p. 118 


Aluminum Thresholds 


A new line of aluminum thresholds 
will be available in standard 32%” and 
36%” lengths, and in widths of from 
1%” to 4”. Four of the models are of 
an interlocking, weather-seal design 
for exterior door application, while 
the other three are designed primarily 
for interior framing. Available is an 
attractive floor display stand which 


(continued on page 113) 





For Warmer Floors... 
Sell them maple — J. W. Wells Diamond Hard 


Northern Maple that holds room heat better than 
composition floor coverings — that is more resili- 
ent, easier to live with —that stays lovelier 
longer —- and costs less per square yard than 
wall-to-wall carpeting. 





pIAMOND 
HARD 










Pallet 


For Bagged 


2%" =! P=——7Ai\ - a 


one 


ANCO HAND—TRUCK 





for running under or out beneath the pol 
lets. A light pull will tilt up te 1000 ibs., 
loads inte perfect-balence rolling position. 


SATISFACTION GUARANTEED! If not sot 
isfled alter 10 day triel, return truck(s) 
for your money beck. 





Goods, Shingles, Leth Mfrs. of (PINUS 
soit’ Mian ote aeesedins cae, Genuine WHITE PIN STROBUS) 








Send price and literature to: 


City 





ANTHONY TRUCK CO., Paducah, Ky 


- -- 4 


State 








GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


Also some Norway and Spruce 


AIR-SEASONED —_ 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 


WATER-CURED 


Rough or Dressed 


_ Member W.A.W.L. 
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Build solid sales and satisfaction 


HE * ‘VEY 


ROLLING DOOR HARDWARE 


COST-SAVING! 
Convenient packaged 
Get all the sets at low cost 


facts, today. 
Write Dept. L-5 





General Offices: 
807 N.W. micelle Miami, Florida 







west { Division: 3515 W. Dollas St., Houston, Texas. 
Western Division: Ne. Temple City Bivd., El Monte, Californie 
Manufacturers of Metal Screen Division: 278 M.W. 77th St., Miami, Floride 
HOMESHIELD Midwestern Division: 505 W. Harrison, Plymouth, Indiana 
full-frame Aluminum Screens 
and Storm Sash | 
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get theFACTS! 


this contractor reports, over 


3 000,000 sq. ft. 


of hardwood flooring installed in— 


@ PRIVATE HOMES e HOUSING PROJECTS 
@ APARTMENT BLDGS. e BALL-ROOMS 


with 
COMPLETE SATISFACTION! 


COLUMBIA FLOOR SERVICE, INC. 
Contractors 
1405 Ban West Highwoy 
Silver Spring, Marylond 
February 24, 1965: 





Powernail Company 
961 %, Montana Stroet 


Gent lemen: 


This corporation during the past three 
has used your Powernail equipment to 
over 5,000,000 feet of hardwood flooring, 


ee TI iced a vate homes, 


bectial ol rte walatcess a bi maple Ay toma 


floor of the Hotel 2400, Washington, D.C. wae 
also installed with the powernailer. . 


| We ore very well satisfied with the efficiency 
of your product, a8 are the building firme we | 
contract for and our floor installation men. . 


COLIMBSIA TLOOK SERVICE, INC, 





i 


Use This Machine To: 

@ Nail T & G Fileoring 
Noll & Set—One Blow! 4 
Drive All Neils 45° Z 
Expand Production 
Decrease Cost 


Eliminate 

Hand Setting 

Split Tongues 
Surface Marring 
Operator Fatigue 
Erratic Nailing 
Cupping & Warping 








Medel 145 Powernailer fitted for 
either 25/32" or 33/32" T&G 
Fleoring 


retails tor PJ 500 


Sold Through Building Material Dealers Throughout the U.S. 





css 






DESCRIPTIVE LITERATURE FURNISHED 
ON REQUEST 


| COMPANY 
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if costs 





TO HANDLE 
SMALL METAL PARTS 
WITH A MAGNETOOL! 





The amazing new hand Magnetool per- 
forms a variety of cost-saving operations 
never before possible! Instant pick-up 
and release of small parts! Separates 
steel parts from non-ferrous metals. . . 
removes steel particles from food, tex- 
tiles, and chemicals . . . speeds handling 
of heat treated material and simplifies 
os ups of extremely hot or cold parts. 

re are many ways you can cut han- 
dling costs with Magnetools! Alnico 
Permanent Magnet—no batteries—lasts 
indefinitely. Write today for literature on 
the complete line of Magnetools. 


MAGNETOOL Div., Multifinish Mfg. Co. 


26341 W. Eight Mile Rd., Dept. 425 
Detroit 19, Michigan 


aes 3 












Model 74 
6-9 Ibs. capacity 
$75.00 


Model 72 
4-5 Ibs. capacity 
$38.00 
Pot Pend 

















GUN TACKERS Model No. T-50 


Uses 1/4", 3/8", 1/2", 9/16" 
wedge- pointed staple sizes 
050 wire. 

price: 12.00 


Model No. T-32 
Uses 3/16", 1/4", 5/16” 
tack-pointed staple sizes 
032 wire. 

price: 9.50 


Model No. HT-50 
Uses 1/4", 3/8", 1/2” 


wedge-pointed staple sizes .050 wire. 


price: 16.50 


write for catelog 





-@ ARROW FASTENER COMPANY 
¥ 


vie ome REET, BROOKLYN 12,.N.Y. 





(For more data on advertised products fill in the coupon on page 118) 


May 16, 1955, 


AMERICAN LUMBERMAN AND 








SALES AIDS 
(begins on page 110) 





accommodates up to 50 of the new 
thresholds in assorted sizes. Wells 
Aluminum Products Co.. Dept. AL, 


Div. of Wells Specialty Co.. 151 Tom- 
mas St., North Libertv, Ind. 


Por more data circle No. 32 on coupon. p. 118 





wae me 


is 


j ; “~.when you sell 
—_ 


ee AIO omey to Install 


Resolite Panels . A 1 
Resolite has mace available a free ee . ap 


counter display featuring Resolite 
fiberglass-reinforced translucent 
panels. Samples of ten Resolite colors 
are displayed against a white back- Canopies, Awnings 
ground, Larger samples of three pop- 

ular corrugations and flat sheets are EUale mod althad-t a 
also included, together with full color 
pictures of various Resolite installa- 
tions. The display takes about 9” x 





> 






22” of space and weighs less than a i When labor costs go down, profits 
pound. Resolite Corp., Dept. AL, Ken go up. Fawsco all-aluminum can- 
Road, Zelienople, Penna. \ : 

tor more data circle No. 33 on coupen, p. 118 CONTOUR CANOPY opies, awnings and shutters are 


packed with full instructions for easy 
installation, make an easy to sell “do 
we it yourself” item. Easy to handle, fit 
WEATHER-GUARD CANOPY 80% of all doors and windows made. 
Six different styles to complement 
most architectural designs. Choice of 
green, red, blue or white baked 
enamel finish on sturdy aluminum. 
Will not rust, warp, or deteriorate. 





WEATHER-GUARD AWNING 


Distributorships available in a few 
choice creas. Write immediotely for de- 
toils on adding this profit-boosting line 
of home accessories. 





FAWSCO MANUFACTURING DIVISION 
Cuyahoga Falls, Ohie 





Merchandising Racks 


A new merchandising rack for the 





FULL LOUVRE SHUTTERS 




















r 
Stanley 10-foot pull-push rule has been | 
pve Packed . plastic eae ig FAWSCO MFG. DIVISION AL-5-55 j 
the rules Nang s1X-in-line In Vivid cara- ’ 4 

board slings designed for eye-catching Write Cuyahoge Falls, Ohio ; 
display. Folders carry data pointing : 

up such special features as the new For ‘a‘dac Please mail me illustrated 4-color FAWSCO catalog. ! 
Tru-Reading mouth; the Tru-Zero | i 
hook which compensates for its own Colored NAME ! 
thickness in outside or inside readings; j 
and double-scale calibration in contin- 7 ADDRESS | 
uous inches as well as in feet and Catalog i 
inches. Stanley Tools, Dept. AL, 111 ARERR |! STATE i 
Elm St., New Britain, Conn. j 
For more data circle No. 34 on coupon, p. 118 leis. epebapebaneiimidndineibendnedianuenesan ane 
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Top Quality 
at Lowest Cost 


LELAND 


FLUSH DOORS 
3 Beautiful Lines 


Made from A-Select Birch 


Made from A-Birch 


ROTARY LAUAN 


Select 


Beautitully made — All U 
Glue — Select kiln 

Birch doors — finest grain, 
sanded. 


is 
tr 


IMMEDIATE DELIVERY 


SUTTONS BAY, secpaan 
Tel. Suttons Bay | -2453 


Sales Olfice, 314 Wabeek Bidg., 
Birmingham, Mich.—Tel, Midwost 6-2600 








AND 





How to sell lumber and building products 
profitably. How to ealeulate costs, make mark- 
ups and set prices that insure an adequate 
profit, This is ART HOOD'S famous text on 
“compensatory pricing’. .....cecscccees 50¢ 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 

Enclosed is... ovedewes 


please send me sdb ddee copies 
of . seer : 


return mail 


WAME 
COMPANY 
ADDRESS 


oITy 6 
STATE whee 
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Two-Ton High Lift 

Truck-Man announces a new two- 
ton high-lift. Power steering is fur- 
nished as standard equipment on the 
truck. All dials, gear shift, and mast 
controls are on the instrument panel 
at the operator’s finger tips. The 
truck is powered mf a 40 brake hp. 
four cylinder, overhead valve, Ford 
industrial engine. Knickerbocker Co., 
Fy Man Div., Dept. AL, 586 Liberty 

St., Jackson, Mich. 


For more data circle No. 35 on coupon, p. 118 





Flexible Shaft Sander 
A new portable Model 505 sander 
is designed to reduce arm save from 


overhead sanding operations. The new 
sander is of the variable orbital oscil- 
lating type, featuring a flexible shaft 
so it can be used in any position—over- 
head, to the side, or at floor level. The 
one lifts 2% ounds overhead. 

e motor is carried in an adjustable 
shoulder sling for convenience, pro- 
viding maximum porcetatity for the 
sander. Junior Tool Co., Dept. AL, 975 
W. First St., Azusa, Calif. 


For more data circle No, 36 on coupon, p. 118 


Lawn Sprinkler System 

The Dexter kit no, 60 contains 47 
pieces in an easy to ca home car- 
ton. Eight adjustable s er heads 
provide for water coverage up to 1,400 
square feet. All heads, nipples, tees 
and elbows are solid brass. Pipe 
clamps are all stainless steel. Pipe is 
virgin Polyethylene. Dexter k 
ry a a ept. AL, 1601 Madison 
Ave. 8. E., Grand Rapids, Mich. 


For mere data circle Ne. 37 on coupon, p. 118 
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New Dodge Trucks 

Chrysler Corporation announces its 
new Forward Look has been expanded 
into its commercial vehicles with the 
availability of an entirely new line of 
Dodge trucks. Seven engines with 12 
different hp. ratings power the new 
C-3 series of Dodge job-rated trucks. 
Shown here is the D (1-ton) stake in 
the new C-3 series which is powered by 
the new 169 hp. Power-Dome V-8 en- 
gine. Dual rear wheels are available. 
Gross vehicle weight has been in- 
creased to 8,800, Stake bodies in 7%’ 
and 9’ lengths are available on this 
model. Dodge Div., Ch er Corp., 
Dept. AL, Detroit 31, Mich. 


For more data circle No. 38 on coupen, p. 118 





Creary Drive-it 330 
A new high-powered but light- 
weight powder powered tool for use 
in all types of construction is now 
available. Called the Creary Drive-It 
330, the new tool is less than six 
ounds in weight and only 13” in 
h but is said to pack a healthy .25 
r wallop. It is also adaptable to a 
3 caliber drive. It comes packaged 
in a portable steel case with acces- 
sories. The 330 uses 56 different sizes 
and kinds of drive pins. Powder Power 
Tool Corp., Dept. AL, 7527 S. W. 


Macadam Ave., Portland, Ore. 
Por more data circle No. 39 on coupon, p. 118 


Dependable M-150 
The new Dependable M-150 (10”) 
electro-unit drive moulder is offered in 
the standard 10” x 4” size, and is also 
offered with random length hopper 
feed which takes stock as short as six 
inches. The moulder is designed for 
both high speed production, by use of 
round and milled-to-pattern heads, and 
detail work, by use of  aeare heads. It 
is said any type of moulding from the 
aie bead moulding up to the ca- 
poet of the machine can be made 
well. ———- ov Co., 


ine ept. AL, Greensboro, N 
Fer more data cirele Ne. 40 on coupen, - 118 
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The roofing, siding and insulation 
business can now be learned through 
a correspondence training course. This 
course is said to contain the “know 
how” that is required to make sales. 
Ten easy lessons. Write for more in- 
formation. Roy J. Peyton, Sr., Dept. 
AL, P. 0. Box 6, Station B, Evansville, 
Ind. 


For more data cirele No. 41 on coupon, p. 118 


New single sheet bulletin describes 
and illustrates seven simple steps for 
repairing worn or corroded mortar 
joints of brick or tile floors. Procedure 
involves use of non-shrink Embeco 
pre-mixed mortar, which is ready-to- 
use, for joints 4” in width and wider; 
or non-shrink Embeco No. 5, which 
must be combined with normal port- 
land cement at the job site, for joints 
less than %” wide. Master Builders 
Co., Dept. AL, 7016 Euclid Ave., Cleve- 
land 3, Ohio. 


For more data circle No. 42 on coupon, p. 118 


A new Southern Hardwoods bro- 
chure titled, Southern Hardwoods for 
Paneling and Interior Woodwork, is 
announced. In addition to the color 
pictures of paneled interiors, the book- 
let also outlines the important physical 
and esthetic properties of 18 southern 
hardwoods. Also included is informa- 
tion on how to specify hardwoods for 


ENEW4 LITERATURE 


interiors as well as details on finishing. 
Southern Hardwood Producers, Inc., 
Dept. AL, 805 Sterick Building, Mem- 
phis 3, Tenn. 


For more data circle No. 43 on coupon, p. 118 


A two-color brochure illustrating 
and describing its new line of chrome 
plated Steberlites with black mounting 
flanges is announced by the manufac- 
turer. Copy of brochure (Form 1076) 
is en — request. Steber 
Manufacturing Co., Dept. AL, Broad- 
view, Ill. 

For more data circle No. 44 on coupon, p. 118 


Hamilton offers a new catalog, illus- 
trating and describing the firm's com- 
plete line of platform trucks, two- 
wheel hand trucks, shelf and tray 
trucks, box trucks, wagon trucks, 
skids, dollies, etc. The catalog includes 
full technical data and specifications 
on the Hamilton line, together with a 
special section illustrating available 
accessories, body styles and super- 
structures. Hamilton Caster & Mfg. 
Co., Dept. AL, 1700 Dixie Highway, 


Hamilton, Ohio. 
For more data eirele No. 45 on coupon, p. 118 


Turn on the Daylight, a new folder 
showing how homes can be da Gaglignted 
from above with prefabricated acrylic 
plastic Wascolite Skydomes, has been 
prepared by Wasco. This new folder 


also describes the Wascolite Ventdome 
—a unit which provides daylighting 
plus positive ventilation provided by 
a motor-operated, built-in air exhaust. 
Wasco Products, Inc., Dept. AL, 98P 
Fawcett St., Cambridge 38, Mass. 


For more data circle No. 46 on coupon, p. 118 


The Panel Master Saw is described 
in a new folder titled Here’s the An- 
swer. The Panel Master is claimed to 
cut plywood, hardboards, etc., to size 
quickly, accurately, profitably in sim- 
ple, low-cost, one-man operation. No 

wey wiring is said to be needed, 
gs into any 110 volt A.C, outlet. 
rhe Panel-Master Co., c/o Nu-Way 
Builders yi Poy Dept. AL, P. . 
Box 1046, Salt e City 10, Utah. 


For more date elrele No. 47 on coupon, p. 118 


Flush metal swing doors to fit every 
need in the home, and also for use in 
apartments, resorts, small shops, etc., 
are described in a new folder. The 
folder illustrates 1%" Fenestra door, 
frame and hardware units, which are 
packaged by the manufacturer for 
easy installation. Detroit Steel Pro- 
ducts Co., Dept. AL, 3108 Griffin St., 
Detroit 11, Mich. 


For more data cirele No. 48 on coupon, p. 118 


Panelfold Doors, Real Wood Ac- 
cordion-Fold Closures, is the title of 
a new catalog, Consisting of vertical 
solid panels of real wood, Panelfold 
Doors are connected with color-fast, 
flame-resistant, non-cracking B. F, 
Goodrich Vinyl] resin, They are avail- 
able in a wide selection of woods and 
may be had in most any finish or any 
color combination. Panelfold Doors, 
Inc., Dept. AL, 4951 E. 10th Court, 
Hialeah, Fla. 


For more data circle No, 49 on coupon, p, 118 








MORE 
SALES 
PROFIT 











FREE DISPLAY 
ee 





adjustable LEVER TYPE 
DOOR HOLDERS 


The Only door holder with remov- 
able and replaceable Steel reinforced 


Rubber Shoes 
A Type and Size for Every Door 
Popularly Priced 
OVER A MILLION USERS 


GRAND SPECIALTIES CO., dept. 15, Chicago 22, 111. 

















This com 


ct, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 

modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins: No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL-55, 


STANDARD CONVEYOR CO. 


SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 





General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 






RAVITY & POWER 
aes! 
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Classified Advertising 


Rates: 

P Time — Fie bot, werd. for ouch, insertion. 
. mayen hcney ip pd nodlerae 
Times — per word for each tiv 


fee ne por insertion fer blind ads bearing 
Ne agency commission or cash discount 
section must i ~ 

HuLSt it casted section, must be ta Pub 
cation. are set in uniform 6 
point » cuts or special borders 

forwarded 

Sc irene itt sine shee 
anewediag bea 4 es ing ged. 

for ads address them ” rr 




















SALESMAN WANTED 











Wanted 

Shoot be. nen eaten lumber 
hardwoods as well as western . also 
should have Sie capectence. Plant lo- 
cupestod Bex D-36, Reorieee Lowy 
berman, Ine. p 





HELP WANTED 








A REAL — a well-established, 
fast-growing Midwest lumber manufacturer 
and wholesaler has an in Northern 
I for an salesman to 


mill connections in both Softwoods and 
stantial income for the man can porduce. 
Include full information with regard to 

history, education, and ound 
in first letter. Address B-36, American 
Lumberman, Inc. 








Ln 
ln 
leh 
it 
a 





tion. Also enclose a recent photograph. 

Address Box C-27. American Lumber- 

man, Inc. 

MERCHANDISE MANAGER 

One of the country’s most ret 
lumber and Y pony & materials 
dealers, over 30 years in business, and 
ing 3 branch yards, requires top notch Mer- 
chandiser to take full charge of entire opera- 
tions. Position requires supervision of branch 
yard managers, of ee es 
w and general 7,4 
plicants should be thoroughly experienced 





eae hing Bw ay Em og ~ Be 
well as knowl of allied . includ- 
poanne neoting. cts. Eatery open. Peames 
midwest.Give particulars as to previous 
experience and personal data first letter. Ap- 
plications will be given consideration 
on basis of past accom) ts. Address Box 
C-28, American Lumberman, Inc. 
We need a young man with some experience 
in the retail lumber business, as an assistant 
maneger Is oar vere: We are a small line 
yard Centra! Illinois. SS 
vancement good. Address D-23 American 
Lumberman, Inc 





: 
F 





Wisconsin 
Resort 
= ‘arm trade: substantial Vig mo 














LUMBERMAN 
Assistant Manager in Central Ne 
of 15,000. Must have experience ae - 
as Address Box D-37, Amer- 


‘ 





* MILLWORK DETAILER AND BILLER 
anted by . old-established midwestern 
lumber and manuacturing firm. Ex- 
cellent ’ ' 
in custom millwork. 


site pertinent lalormation adress Box Dt 


116 


























ters. Advise of proposition. 
Address Box Ti, Emsdieen Lonbsresn. Inc. 


SALES REPRESENTATIVES 
ANTED 











World's . with 
zenith in quality and price. Twenty-six 
man . Conta 

CAN A 


N.W. S0th Street, Miami, 
65-7731. 





Metal 
Full time or side line. 
lumber deal 
putors. 


a 








lete line of aluminum and stainless steel 
- . Exclusive territories open. National 
umi 


lings 
, 1194 Alum Creek Drive, 
Cclumbus $. Obie.” © 


Now 


ut 








- 
A 
| 





SALES REPRESENTATION 





AVAILABLE 
Manufacturers desires lines for 
in Colorado. thoroughly work 


lines. Knows state lumber dealer trade. Roof- 
ing, insulation, windows, etc., desired. Write 
P. ©. Box 930, Colorado Springs, Colorado. 





Manulacturers seeking lines 
Building Supply ans dacact, pase 


ware wholesalers, jobbers. Cover- 
ing “Maryland. Virginie ond D.C. Write Box 
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BUSINESS OPPORTUNITIES BUSINESSES FOR SALE LUMBER & DIMENSION 
































FOR SALE 
YARD FOR SALE 
Lumber Yurd, located Calumet Region. Reason 
want vo retire, account of age and not wanting Retail Lumber, hardware and coal yard in Kiln Dried Douglas Fir 
to work. Will amortize on period of years to Northern ved prin’ conveyors e dum Standard sizes bene 9 wie 
responsible oy partes, eerie approxi- truck. Good cord. Been 
mately 1/3 $300,000.00, rental ness for 40 inventory. ) A Also 
property. with “iting. “ approxi- Box A-40, Ientcious Lumberman, Inc. 
py 315.000-00. Parties “interecter CBRE PONT ce Rally 
e 
8 have. to investigate to appreciat LUMBER AND BUILDING MATERIAL YARD, Mouldings Cut Door Stock 
If inter Please contact Box C83, recor? ade, Wis gf witht investor Mic Millwork Blanks Step-Ladder Stock 
: resort trade. With or t invent Ni Inquiries answered promptly: 
i Gab a wae Par A — a 
Man waned with about $20,000.00 Capital for American Lobe. fe Inc. . Al Clements Lumber Co. 
expansion " of a pewiy } porented replecoment iedetiegihimaaanaas a ©. Box 908 
liouble hung — Y ugene, Oregon 
window frame. slide d down, FOR SALE — bargain price — old established 
tilts iewall and pak ame ” retail hardware, Eeasoweres. *puild sup- Phone 6-253! TWX EG-049-U 
ZAN’S LUMBER & MILLWORK CO. gg Be Wea 
7 E. Alst St. central Indiana. Trading area over 50,000 in nay: me ~ <a tear drop 
Bayonne, N. J. cluding town of 14,000 that needs 70-80 new son genpes ; 
$55,000. Inventory 58.000, Expeciossed Seung Rune 80% 8 for 7 toot. 
000. Inven b nce ung 
this $90,000 t 000— Window | Base, same . Ash Cas- 
Se we $10,000 cash. spread Sver 0 yours, '1R@ Price game as birch. Address Box C-98, 





. remainder 3 
Address Box C-41, American Lumberman, Inc. American Lumberman, Inc 
SOUTHERN CALIFORNIA LUMBER YARDS 


FOR SALE FOR SALE USED MACHINERY FOR SALE 
Yard in eastern Nebraska town, located in 

(#1) Lecated one hours drive inland from Los 
Angeles: very fine residential city: one rich gt tg ange « Co 

















For Sale — 1 used #80 Bell Multiple Head 

investment 

hi fifty R. R. lease Mortiser with 3 mortise chain heads. 4 hollow 
$10.00 per day: all buildings and equip- retire, Address Box C-42, American Lumber. = ais] heads, 6 bases for the above heads with 
ment including two trucks $30,000. In- 4 ‘ motors direct connected. 6'4" from center to 
ventory about $50,000. We thoroughly center of mortise heads when extended full 
recommend this yard. FOR SALE: Retell Lember Yord in §. - Mich loagih. 16ys" from center to center of mortise 

(B) San Fernando Valley yard in large town ieee. (8. of josen). Address Box C-54, Amer. heads ween couse. ay =~ can seen = 
20 miles from Los Angeles: one owner 27 ican Lumberman, Inc. = ‘or further information write 
eget ge ~ Fgh viwe canted natal GRAND RAPIDS SASH & DOOR CO 

e pmen u ° . 

trucks $2.000. “Eeventory about $10.000 as you, ite Tumber. Hardware uber’ fe 1453 Buchanan Ly 8.W. 

(C) Riverside County vard; round 150x200 ft. ers Su: business located in a small, grow- Michigan 
lots of Sheds. Al All ow tee years ago. ing vectdeatial and farming town in 3.9605 








Grand 
Ph: 
Connecticut. This is an excellent opportuni changing * eersier 
eet s05.000: oaulpmrent $5,000. ere for a man with sales ability and verse We are toe 7 end ih 


im this line, Cosh $48.000.00. Inquire Bex No.  ‘“0e® pechoue and ofier fer cule | Wwe vom 
American Lumberman, Inc. 



















































































(D) Les Angel ard long established but 5 ; old Ro straddle carrier Series 70 model 
now daved. On main hesapghtave ‘Gneo Co, — ° tee Gated raen > 
blocks from foe | Roebuck store: Spur wr cee io” bele we belted 
track Lease $10 per day. Fine location Will sell small lumber yard and hardware jaa go with the machine at $1.50 aech. 
for “Do It Yourself’ business. store located in southern Arizona. Growing My C 
Twohy Lumber Co., Lumber yard brokers Pee ergy business volume practically un- Huss eet Goeeraart 
for over forty years. limited 000 7 stock and fixtures - 14. Tlinois 
5 W. O} dress Box C-48, . e 

. Olympic Bivd., Los Angeles 15. ae Te ton 
3 f ws 
FOR SALE: Retail lumber aad hardware busi. Rich Floride West Coast a Henault, Grond River’ Detroit 18, Mich. 
. Lecat Chicago . loot established lumber Caterpillar angledozer 

i ontage jen nen ‘Bione. 40 ‘000.000 piss. “dross sant. Foe ta 8. Latest poe ag AB si ‘ 00. . 

oot. enc ; pion, Senn ° . . 

cash sales yearly. Can say Rae 50% Hechiesey Main Thruway 0. C, Evans — Mt, Sterling, Ky. 

pm) —* ~~ yay 1 I pe to retire. ull price. $00 0 ne inventory of cbout 

$200 or ler for quick sale. Address American Lumber 

Sex D-48, American Lumberman. Ine. = iy Box USED MACHINERY FOR SALE 

FOR SALE: Lumb ard in d ricultural Mode Mattison Straight Line Saw 

area in Senters ‘Titinols. Good lapeovemsentp WANTED — RAILS with s 4 P. motor and starter to 

and well peapeee om. Address Box D-4, be in A-l shape, $2000.00, 

American Lumberman, Inc. 

tors mana rena T OR Bl RAILS, New and Relaying Parte 5. Cuptobesry Lanier Co 

Good. y making well innaheie Lumbe = Sa Ft. Worth, Texas 

Yard and and Building Material Store in best dis. (00 Lexington fine. Hon York 19. W. ¥ 

Shell, ‘ievcchery at etal’ comet = eer ved it U.164 ‘International Gasoline Gasoline P 
. Inve = oa 

$55,000. i t tt 000. Ht looking for . Piuilipe Wood "Fred 

cripple, do. mot ‘not inquire "Kddvews Box 'D-47, MISCELLANEOUS FOR SALE Gait Grit ike new mg FiSledo Ohio 

b nc. 

or. SFR Sg RS hE a i io me CARPENTERS APRONS 

FOR SALE: Wholesale. Retail jumber yard an Write fer prices and information. ey oe lor sale —- 

building material business established for “is THE MINNESOTA SPECIALTY CO. iy motorized and on its 

years in one of the largest and fastest gr Minneapolis, Minn. *e 

cities in Nevada, Reno. Located on main - ao ae aK A. 

evard in town. Ample buildings, wpeatacioly ones: eee 

9,000 square feet under roof. Yearly gross 1—Used Buda Chore Bey. Model “'B,”’ one ANY 

over 700,000. High net profits. Will sell build. Cylinder 3 Wheel, with reversible irction myes Lees comme 

ings, equipment and tarentery at cost, com- tires. Excellent shape. - 14, Illinois 

ete. ~~ Box No. D-48, American Lum- ae, one Paene 9-1700 

rman, inc. 
ABC — 101 Spring St. 
FOR Wicke's Piretube Horizontal tube 
recut amaad Lolen te" in diameter, 17°8" long. Allowable 

Building Supply business. Old established 

well equipped large t with railroad sid- eae ee pl ne pe sre 

ings, millwork shop. A money maker, control- TIMBER & TIMBERLAND inch. ith sevecn. Poreed droit fan with blast 

ling interest for sale. which includss - high twe boilers. Beller fronts and 

ment. Fast growing Florida City. Point FOR SALE CA. My. Ap, A 

Company, 1927 Ringling Bivd., Sarasota, Fila. > yD Sino bento. . 

FOR SALE: T ip tion orporation. Ap- PAUL BUNYAN COMPANY 

A profitable going Lumber and Building Sup- potncter 10 acres ‘young timberland, St. Ignace, Michigan 

ply business located in Eastern Oregon. juding suriace, located in West Virginia or 

nual volume $100,000 plus. Can easil be Baltimore & Ohio Railroad. Original timber : - For Sale, or trade, for 1 x 4 848, &.Y.P. 

y 4 25 An attractiv A. D. 1-good 4 sided planer matcher, 6”x12". 
doubled. A oly Sore em bor seal moved more than 25 years ago. ~ yr * — i, and 
pact proposition and amet " new and 

cash buyer only. Address ie a a 8 é Attor- industria 6 cyl Motor on 8 bit : 
pe sh buyer ealy. } von ‘Ds, neys-at Law, , W. Va. dress 52, . Inc. 
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COLORS —— 
U s 7 TO MATCH ~ =~ 
OKO MO EVERY MANU- ° ~” 
FACTURER’S = 
ASBESTOS SIDING aa, b ms = — =. 
ORNERS MADE OF tag. Gesonsl whelenst = 
© for ASBESTOS SIDING sreegnenanee V4 nS sera 
© LAP OR BEVEL SIDING POE a matey epee ~ 
© WOOD SHINGLE SHAKES talls, Samples ond pemnensinainl 
* PLYWOOD OR HARDBOARD aveees - 
BUGHER MFG. CO. ae | 
211 S. Main Street, Kokomo, Ind. : te — 























in the service 
of Lumbermen 


@ Specialists in protection 
for the lumber industry. 
© professional safety engineers. 

@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyhoiders since organization in 1912. 


classified 
advertising... 


.. » i the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


and it's a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Bvery other 
Monday copies reach some 25,000 interested per- 















Lumbermens 4 UU) (mW sons in American Lamberman’s nationwide distri. 
Operating in New York state as bution. Check the classified pages for rates in this 
(American) Lumbermens Mutual Casualty Company of Illinois iasue. 
James $. Kemper, chairman H. G. Kemper, president 
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e FAS 


KEYHOLE TYPE 
NICKEL PLATED 


BRACKETS 
All sizes trom 4” up to 18” 








Highe st Quality 
UARANTEED) 


GU 





a -. 17 (rv 


SHIPMENTS MADE PROMPTLY 


T RESALE 
















5. PARKER HARDWARE MFG. CORP 





Bracke Hang Rod Pinang 


SNAP-ON TYPE 
STATUARY BROWN 
CHROME + NICKEL 

Adjustments Spaced |, Apart 


a 





Lowest Prices 


WRITE TODAY | 
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“Gosh, Gus,” said the young husband. “I’m wor 
ricd about my wife. Last night she talked in her 
sleep and kept saying, ‘No, Gordon, no, Gordon’.” 


“ 


Well, what are you worrying about’? She said no, 


didn't she?” 
** * 


We know a lot of soldiers, sailors and marines who never chase 
after women. Those men are too fine, too decent and too old, 
> os o 
Waitress: “Select your pie, please.” 
Customer: “Is it compulsory?” 
Waitress; “No, it's mince and raspberry.” 
s * * 


Wedding guest to groom, “Congratulations. You'll be hearing 
a great deal about me. I'll be the feller she should have married,” 


* + * 


When the trousers wear out before your shoes 
you're making too many contacts in the wrong places 


* * * 


The only poet who ever made money out of it was the one 
who wrote sonnets to the rich widow 


* + * 


Whether retail or wholesale the profit angle is im 
portant to any business. 

At MAUK we certainly mean to make a profit but 
we know there’s just one way to do it. That way is 
to help you make a profit too to supply you pre 
minum quality merchandise at minimum cost, to supply 
you recognised brands for which there is strong de 
mand, to supply you with wide assortments to meet 
customer requirements 

Add to these MAUK’s wholesale service and your 
retail operation will be the best. Without a doubt 
VAUK methods are meant for you 


* + * 


Simple Celia says many a guy has lost control of the car by 
teaching his girl to drive 
* oa 
VM other 
never!” 
Daughter 


(entering room unexpectedly) “Well, 1 


“Rut mother, you must have.” 
* * > 


Che cost of many things is steadily going up but writing paper 
and envelopes are stationery. 
o 


Do You Know What Dep’t.: 

Do you know what a dimple is? A depression every 
business man enjoys 

Do you know what a wink is? A whether signal 

Do you know what MAUK is? A profit sign 
for you 


MAUK Seattle Lumber Co. 


Seattie 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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You’ll 
Sell |. 
MORE| 2 
do-it-yourself, jobs with , 
CEDARCO 
Closet Lining 



































AN 




















New do-it-yourself customers are headed for 
your lumber yard, building supply house or 
millwork store just as soon as you offer them 
the chance to have the luxury and beauty of 
CEDARCO cedar-lined storage space in their 
homes. 


CEDARCO, made of genuine Tennessee Aro- 
matic Red Cedar, comes tongue-and-grooved, 
with matched ends—ready for immediate instal- 
lation by the handyman over exposed wall 
studs, plaster or wallboard. Each 8-foot bundle 
(50 board feet) is machine spiral wrapped, and 
cap-sealed on both ends. They handle easily, 
you can store them safely and economically. 


Only CEDARCO closet lining offers your cus- 
tomers a written guarantee against moth dam- 
age! With CEDARCO’s give-away Planning 
Charts for easy figuring, your customers know 
quickly and accurately the amount of CEDARCO 
lining needed for a specific storage space. 


Every customer who can drive a nail is looking for an 
easy, practical way to add big-time luxury to his home. 


CEDARCO 


GUARANTEED CLOSET LINING IS THE SELLING ANSWER 
Sold wholesale only * Write for name of your nearest distributor 


GILES & KENDALL COMPANY 
P. O. Box D Huntsville, Ala. 
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STRONG, SAFE, FAST- 
ACTING BOLTS FOR 


fal macy VY Vc] me lele) 







No. 820 
Chain Bolt 


Bolts are made of 
extra heavy mallea- 
ble iron and % inch 
square in size and 
























are reversible 





Doors all locked in a jiffy and “away we go”, 
content in the assurance of security with these 


National door bolts on the job! 


They are stoutly built of the finest of basic 


materials and are of precision construction in 


No. 821 
Chain Bolt 


This type has a han- 


manufacture. These account in part for their fric- 


tion-free performance. 


dle in place of ring r 
os on No, 820 above —and so easy fo install too. 
atety chain cannot 


pull apart 


Time and labor is a valuable element that is 








always considered in the designing of National 
Hardware. Contractors and builders everywhere 
attest to the simplicity of installing this hardware 
and to the fact that further adjustments or atten- 


No. 835 tion are seldom required. 


Self-Locking 
Cane Bolt 


Can be used either 
as a top or bottom 
bolt or it can be ap 
plied sidewise on 
swing doors. Made 
in two sizes 18 and 


24 ine hes 


No. 834 Barrel Bolt 


MANUFACTURING COMPANY : Sterling, Illinois 
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MATICO 
ARISTOFLEX 


TILE FLOORING 





Set your sights on greater sales...this 
wonderful vinyl-plastic tile is as sizzling 
as a six-shooter 


If you're aiming for bigger sales, greater profits, MATICO 


Aristoflex vinyl-plastic tile flooring gives you plenty of sales ammu- 
nition. For one, it offers your customers a wonderful new ease of 
cleaning that’s a sure-fire sales clincher. Resistant to grease, acid, 


alkali, and grime, Aristoflex requires only damp mopping to keep 


* Marco 


gauge Aristoflex. And because Aristoflex can be installed on, PRODUCTS 


it sparkling clean. But that’s not all! Your customers will like the 
13 clear, bright colors that harmonize with any decorative scheme 


... the remarkable durability . . . the low, low price of standard 


above, or below grade you've got more sales opportunities. 


Don’t miss out on profitable vinyl sales . . 


get in touch with your MATICO distributor today. 


MASTIC TILE CORPORATION OF AMERICA 


Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y. 


Manufacturers of: Aristofiex @ Confetti @ Parquetry © Maticork @ Asphalt Tile @ Cork Tile @ Plastic Wall Tile 








